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HE Universal language of 
“Style in Footwear” is best 


translated into dollars in the 
store’s cash drawer. But to accom- 
plish this, good-will and customer 
confidence is necessary. Kipling once 
wrote:. “Judy O’Grady and the Colo- 
nel’s Lady are both the same, under 
the skin.” The retail shoe merchant 
may readapt this truism by jotting 
down in his merchandising sugges- 
tions, “The foreign-born customer 
and the native born customer are 
alike in their appreciation of good 
service and style.” Of our 112,000,- 
000 population, there are approxi- 
mately 14,000,000 who are foreign 
born. New York State, with New 
York City as the stronghold, leads 
with a foreign-born population of 
over two and three-quarter millions. 
Illinois, with Chicago as_ the 
“mecca,” has a foreign-born popula- 
tion of approximately one million 
and a half. Pennsylvania with its 
foreigner quota of an approximately 
— ar number to Chicago; Massa- 
~~» next, toppling the million- 
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Of our 112,000,000 popula- 
tion approximately 14,000,000 
are foreign born. They quick- 
ly adopt American style, but 
how they buy and what they 
buy is a story worthy of 
Irving S. Cobb. We tell some- 
thing of the foreign born in 
this article—later we promise 
you a great story on selling 
the negro. 








plus mark; New Jersey, California 
and Michigan each with nearly a 
million foreign born have solved 
many a problem of foreign-born 
customer appeal and business. 


Some of the Fundamentals 


Merchants in the above-named 
states have found that there are 
certain fundamental rules which ap- 
ply to all groups, and the first of all 
is “Get the customer’s confidence.” 

In the words of a retail shoe mer- 
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chant, who caters to a cosmopoli- 
tan trade comprising Swedes, Fin- 
nish, French, Italians, Armenians, 
Syrians, Albanians, Poles, Portu- 
guese, with a number of: Canadians, 
and many Americans. “I have ob- 
served and served all of these na- 
tionalities and others, in my thirty 
years or more of shoe experience. I 
have deduced the following theory: 
A foreigner has definite reasons for 
coming to this country. He comes 
primarily because he wishes to bet- 
ter his condition. He has some 
relative or friend who has come to 
this country and who has written 
home of the good money he is mak- 
ing here—perhaps that relative or 
friend goes home for a while—he 
spends money freely. The native of 
Sweden, or France, or Italy, makes 
up his mind that he also will be 
progressive and embarks to ‘The 
land of promise—America.’ 

He picks out a shoe store, where 
his friend or relative trades— 
where, perhaps, his friend works—- 
or where there is some one who can 











speak to him in his native tongue— 
or even can say a few words in his 
native language. He is alert to the 
reports that come to him of the 
good values and service at a certain 
shoe store. Bad reports reach his 
ears more quickly than good news. 
Foreigners will often walk a mile or 
more to go to a certain shoe store, 
where they have heard there is a 
good man or woman who will treat 
them courteously, who understands 
them, or knows what they want and 
‘ will give them just as good service 
as is given to the Americans.” 


Swedes Good Bargainers 


_ In certain sections of South 
Dakota, there are many Swedes. A 
retail shoe merchant in one of the 
cities there reports that while he 
finds them good bargainers, yet they 
want to be fair. They are a saving 
people and appreciate what they 
call “a square deal.” They like to 
be greeted with their word for “How 
do you do?” A foreign-born Swede 
comes into the store primarily be- 
cause he has heard that he may ex- 
pect a good bargain -in that store. 
When the retail salesman sees him 
coming, he usually picks up a shoe. 
The Swede asks the price. On be- 
ing told, he looks the shoe over. 
If he is not satisfied: with the price 
nor the merchandise, he will shake 
his head and say “No.” He will 
-repeat this word “No,” several 
times, until the salesman strikes his 
fancy with the right merchandise at 
the right price. 


For French and Italians, Display 


The Italian foreign born, as well 
-as the French, can be appealed to 
most strongly with a good display 
of footwear. When they come into 
a store, they usually point to an 
article. The men usually bring their 
wives with them when trading, as 
the woman usually holds the purse 
strings when it comes to purchasing 
articles of clothing or shoes, either 
for the man, herself, or the children. 
An Italian contractor comes to a 
Boston shoe store twice a year, at 
the beginning of the fall and spring 
term. Accompanying him are his 
wife and five children. He usually 
spends about $50 to $75 on each 
of his semi-annual trips. He will 
not buy a certain shoe if his wife 
says that she does not like it. 

From one of ‘our “Canadian 
cousins” from Nova Scotia, came a 
request to a Worcester, Mass., shoe 
merchant, the other day, for “That 
shoe with a nose on it.” “This 
woman,” said the merchant, “was 
a “Blue Nose.” 
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They Soon Know Style 


The foreign-born oftener has a 
keener sefise of the goodness of an 
article than has an American — 
“Thoroughness of construction.” 
Very often a young woman from 
England, or Ireland, will purchase 
a shoe, when she first comes to the 
country, that may be several points 
off on style, but will be a well made 
shoe, of good material. However, it 
does not take this lady very long to 
learn the style lesson. For her 
“sisters” soon teach her about “the 
very newest footwear effects.” 


HE system of “beating down” 

on price does not exist to any 
extent in the United States at 
the present time. There are a 
few of the native born who attempt 
this—but always do the foreign born 
do it, through a custom they have 
learned in their homeland—and they 
are not easily fooled on quality. 
They are, too, usually “good pay” 
cash customers. 

In New York, with its cosmopoli- 
tan population, with many “tran- 
sient” foreigners in its midst, there 
is occasion to use more languages 
and observe more nationalities than 
any other spot in the country. Speak- 
ing the customer’s own language is 
of decided advantage, but it is not 
of as great value, according to some 
of the East Side merchants who do 
business with customers of suffi- 
cient variety of nationalities, to 
start a League of Nations. Getting 
the customer into the store is the 
main issue. After that, if someone 
who can be found about the place to 
address the customer in his native 
tongue, so much the better. 

A number of New York stores 
advertise in the foreign language 
newspapers. The London _ shoe 
stores, for instance, are advertising 
their East Side stores particularly in 
Jewish newspapers and also in the 
Italian newspapers. Clerks are avail- 
able in these stores to speak both 
Yiddish and Italian, but few calls 
are made for the latter. 

Stadler’s, an old Brooklyn retail 
concern recently opened a new store 
on Delancey Street, the down-town 
East Side’s principal shopping 
thoroughfare. Advertisements were 
inserted in Italian newspapers, since 
Little Italy lies a scant block to the 
west of the new store. 

“We get a lot of Italian trade, 
both through our newspaper adver- 
tisements and through one customer 
recommending another,” Samuel 
Smerling, treasurer of the concern. 
“Yet, we have little call to speak 
Italian in the store. Most of the 
Italians who come in here are among 
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the higher classes. Our prices of 
$7 to $10 on women’s shoes and $7 
to $12 om men’s shoes, keep out the 
lower classes. Most of those who 
come in here can speak English. If 
they can’t, we shoot a few words of 
Italian which we have picked up, at 
them, find out their names, call them 
by their first names, and then do 
business with them. They are good 
customers and want a good grade of 
footwear.” 

The new store is well fitted up, 
with fixtures and division panels of 
soft grey enamel, grey rugs on the 
floor and chairs in grey wood, up- 
holstered in blue leather. It is a 
high grade store, catering to high 
grade trade. 

The store also gets a large number 
of Jewish customers. With the ma- 
jority of them English also is the 
language of trade, but if necessary, 
Yiddish is resorted to, to make a 
sale. ~ 

Shoe stores in this neighborhood 
also pick up considerable Chinese 
trade, since Chinatown is but a few 
blocks to the south. 

“Most of the Chinese can speak 
pretty good English,” said one shoe- 
man, “and we don’t have any trouble 
to sell them. We usually find that 
we can make ourselves understood 
and they can understand us. Occa- 
sionally we strike one who can’t 
speak English and in that case he 
usually is accompanied by one of his 
countrymen who does.” 


LONG Fifth Avenue there are 
plenty of shoe stores with sales- 
people who are able to speak Spanish 
and French to customers of those 
nationalities. Spanish, particularly, 
is often found useful in dealing with 
the wealthy South American cus- 
tomers who buy largely in Fifth 
avenue, when they visit New York. 
Much the same idea is back of 
the shoe store advertisements that 
appear in a daily newspaper pub- 
lished for negroes in Harlem. The 
merchants along 125th Street cater 
to the negroes in a large meas- 
ure. More than 50 per cent of the 
trade of one men’s shoe store on 
125th Street comes from negroes, 
and they buy the best shoes the 
store can sell them. The usual 
method of fitting, though, does not 
always work with the “black boys.” 
“The first thing one of our negro 
customers does when we hand him 
a shoe,” said a 125th Street mer- 
chant, “is to put his hand in it. If 
he can get a whole hand in the shoe, 
he knows he can get it on his foot. 
In some cases they don’t. even bother 
to put the shoe on their foot, the 
hand fitting method sufficing. 
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product, combining not only ma- 

terials from all parts of the 
world, but artistic talent that comes 
from many geographical centers. 
New York, at present, is the mecca 
of much of the world’s shoe talent, 
and in the forefront in that city is 
S. Aprile, born in Italy, trained in 
France and now designing shoes for 
some of the best known American 
shops and manufacturers and advis- 
ing the selection of materials, 
buckles and ornaments best suited 
for the styles he designs. 

Mr. Aprile, like many of his 
European confreres, entered the shoe 
business because his father was in 
it. Artisanship is more likely to 
run in families on the other side of 
the Atlantic than it does here. At 
any rate, while Mr. Aprile was born 
in Italy, at the age cf 12 he found 
himself in Paris, where his father 
was associated with some of the best 
known of the custom shoe makers. 
A year or so later he was working 
for Greco and still another year later 
he was learning last making under 
Yantoni and at 17 he was a shoe- 
maker back with Greco. 

At 19 he was studying designing 
under Hellstern, who maintained a 
school for the training of shoe de- 
signers. . From Helistern he re- 
ceived a medal and diploma attesting 
to his successful passing of a rigid 
examination in his chosen profes- 
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Is Style Born 
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AUttLs bit of the artist 
in your make-up; a lot 
of hard work, years of study 
and perhaps you can then 
originate a new style—it is 
not easy, says S. Aprile. 
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of a Hunch, Rumor, Guess? Or Is It Art, 
Artist and Know How? 


sion. The making of a profession 
of shoe designing may seem strange 
to the average American, but it is a 
normal development in Europe and 
probably explains why most of the 
style inspiration, not only in shoes 
but in all other lines of women’s 
apparel, has its origin in Paris. 


UT of Hellstern’s school and into 

actual work again was the next 
step. At the age of 22 we find Mr. 
Aprile a foreman for Argence and a 
little later in full charge of the cus- 
tom shop of Smart and a little later 
conducting a fancy leather, buckle 
and supply business in Paris on his 
own account. 

With this background, and it 
appears to have been a large one, 
America was his next venture. He 
landed here in 1922 and his first 
position was with Bob, the well 
known Fifth Avenue custom shoe- 
maker. He also spent some time as 
a designer in the Brooklyn factory 
of Harry Smolen & Company and 
then opened his own studio and 
salesroom. 

Displayed in his studio are selec- 
tions from the work of the leading 


makers of brocades and fancy 
leather. Rich lustrous brocades, 
combining gold or silver with colors, 
lizard and crocodile designs on 
patent kid, in gold, silver, copper, 
black and white and colors and 
woven leather effects, obtained by a 
new embossing process, are among 
the new materials he is showing and 
with which he is working in design- 
ing. Real reindeer skin, which has 
been used in Paris for several years, 
but which has heretofore not been 
used in this country, also is one of 
the new materials he is sponsoring 
as the next step in style development 
for the Palm Beach season after its 
last season vogue in doe-skin. 


s¢ TN high grade shoes,” he said, 
“the tendency is away from the 
lavish cutout designs and extremely 
fancy effects. More simple lines, 
along the type of sandals or with 
light airy straps are wanted. The 
elaborate cutout and other fancy 
work made the foot look too large. 
Fine lines are in vogue now and 
will continue so,-as American wo- 
men are beginning to appreciate real 
art and design in their footwear. 
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Wrote to 10,000 Ladies, 
How They Did Respond! 
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When D. M. Taylor of Sanger Bros., Fort Worth, wrote from his home town, New York and Paris, he 
started something in the shoe department . 


O create a market for shoes of 
the better kind, D. M. Taylor, 
shoe department manager of 
Sanger Bros., Fort Worth, Tex., as- 
sembled a mailing list of nearly 
10,000 women who at one time or 
another had made purchases in some 
department of the Sanger store, and 
to each of these he sent a personally 
signed form letter. 

This letter, void of the usual 
“please rush down and buy” plea, 
was simply a friendly message in- 
forming the prospective customer of 
the added joy and satisfaction to be 
found in good shoes and placing the 
service and facilities of the depart- 
ment at the disposal of the women 
of Fort Worth. 

Following this up, Taylor pre- 
pared a second letter which was 
mailed in New York. It carried 
even more of the personal note than 
had the first and the response to it 
indicated that many of those who 
received the letters thought it was a 
personal letter and that they were 
the only ones who had received them. 

Still another letter went out in 
time to the same mailing list, this 
one having been mailed in Paris. It 
carried a brief résumé of the new 
styles in footwear and mentioned 
that Sanger’s was stocking them. 

Successful shoe merchandising is 
one art and writing form letters is 
another, and in these respects Tay- 
lor qualified as a dual artist. The 
response which came from the three 
letters was nothing short of phe- 
nomenal. 


The trade so built up naturally 
foilowed Taylor to the new store, 
where it found a much improved 
service. He is constantly drilling 
his salespeople (both men and 
women are on his staff) in the art 
of making the customers comfort- 
able and of performing for them the 
dozens of little things which in the 
long run count for so much. 


OR example, when a lady sits 

down in one of the upholstered 
fitting chairs the salesman is not per- 
mitted to seat himself on the fitting 
stool to take her measurement. In- 
stead, with coat buttoned, he stoops 
gracefully, removes the shoe and 
measures the foot. Then the unshod 
foot of the lady is gently placed on 
a silken pillow and the salesman, 
rising, smiles and inquires what 
style is desired. 


In removing the worn shoe to 
take the measurement, the salesman 
is required to see if it bears any 
slight defects, such as a missing 
button, loose buckle or threadbare 
lace. In case any are noticed, he 
takes the shoe away and while the 
try-on is in progress the defect is 
cured. No charge is made for this 
service, and the customer has no 
previous knowledge that it is being 
rendered. The cost of it to the de- 
partment is negligible, and it is easy 
to imagine the customer’s apprecia- 
tion of it. 


All prices and sizes are stamped 
in plain figures on each carton, and 


Taylor will not permit any member 
of his sales force to misrepresent 
either size or quality to a customer. 
Truthful dealings and taking the 
customer into the store’s confidence, 
he has found, is an all-important 
factor. 

Hard work, careful attention and 
the application of “gray matter” to 
every problem which arises, regard- 
less of how minute, is Taylor’s 
recipe for success in the shoe busi- 
ness. 

“One must be ‘sold’ on himself 
and his merchandise,” he said, “and 
must be fired with an ambition to 
push forward, irrespective of what 
has passed or what is in the future.” 


AYLOR loves his work and finds 

it a source of pleasure. He is en- 
thusiastic and is constantly keeping 
that enthusiasm injected into his 
sales force. They work quietly and 
harmoniously and their demeanor, 
coupled with the simple dignity of 
the department, creates an atmos- 
phere in which the women of Fort 
Worth find genuine delight. 

To Taylor, a pair of stylish, well 
fashioned shoes is hardly less than 
“a thing of beauty and a joy for- 
ever,” and he has imbued his clerks 
with this feeling, they in turn pass- 
ing it on to the customer. 

Knowing that such policies are be- 
ing pursued and that such condi- 
tions exist, can one marvel at the 
fact that in the short time the new 
store has been open sales in Taylor’s 
department are running well over 
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100 per cent above the correspond- 
ing days of last year? And this de- 
spite the fact that the amount of 
money tied up in stock has been re- 
duced by $15,000 since Taylor took 
charge! 

Mr. Taylor’s first contact with 
shoes was in the factory of his 
father, Robert Taylor. Here he 
learned well the principles upon 
which shoes are built and laid for 
himself the foundation for an en- 
viable career in the business. 

This was in Palestine, in eastern 
Texas, and the city of Taylor’s na- 
tivity. At the age of 13, and while 
Taylor was yet in school, he obtained 
a position in a shoe store as sales- 
man and assistant buyer. To his 


almost inherent knowledge of shoes 
has been added executive ability, 
and he is justly proud of the fact 
that he has been head of every 
store and department with which he 
has been connected. Although still 
a young man, he has a record of 25 
years’ service in the business to his 
credit. 


AYLOR’S theory of handling 

high quality merchandise is that 
the public, and especially women, are 
perfectly willing to pay the price 
when they get value received plus 
service, 

Coming with the firm three years 
ago, Taylor found the shoe depart- 
ment stocked heavily, not all of 
which .were of the highest quality. 
These were weeded out as rapidly as 
possible and lines whose very names 
commend them were introduced. 

Then came the process of improv- 
ing store service and creating a 
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steady market for the more expen- 
sive shoes. The tactics he employed 
are both interesting and valuable to 
shoe dealers everywhere. 

Due to the crowded conditions in 
the store at the time Taylor took 
charge of the department, very lit- 
tle progress could be made in the 
improvement of store service, but in 
the new store this situation has been 
taken care of splendidly. 


HE opening of this magnificent 

eight-story building drew a 
crowd estimated at more than 35,000, 
and the occasion was beyond doubt 
the greatest ovation the public has 
ever accorded a business institution 
in Fort Worth. 


The elegance which has been built 
into the store was enhanced by the 
hundreds of floral tributes which 
were sent by wholesalers, manufac- 
turers and friends throughout the 
United States. A goodly portion of 
these were sent directly to “Mr. D. 
M. Taylor, manager of the shoe de- 
partment.” 

Mr. Taylor’s department has been 
divided in the new store into three 
sections for the convenience of the 
public. The ladies’ department is 
on the third floor adjoining the 
ready-to-wear department, while 
stocks for men and boys are carried 
on the second floor, alongside the 
gents’ clothing and furnishing de- 
partments. Then there is the shoe 
store for the entire family in the 
popular priced economy basement. 

In the three shoe departments 
will be carried approximately 18,000 
pairs, 10,000 in the ladies’ and 4000 
each in basement and men’s division. 


47 


To Specialize—Is to Turn- 
over 


A highly specialized store can get 
a larger turnover than any other 
kind, the general family shoe store 
the least turnover. The specialty 
store is usually established on one 
line of shoes or on one to three 
priced shoes, and is generally located 
in the larger cities. They can keep 
in closer touch with their stock and 
have a larger buying public who pur- 
chase their odd lot sizes. They are 
more highly organized to do these 
things. 

For these reasons their turnover 
has been quoted as high as six and 








Fixtures have been arranged at 
. right angles to the wall with 
small passageways between the 
cases for the clerks. This con- 
serves space, permits the carry- 
ing of much larger stock and 
keeps unsightly shoe boxes from 
staring the customers in the fit- 
ting chairs in the face. Ends 
of the cases are divided in two 
sections, the upper portion be- 
ing an electrically lighted dis- 
play case while the lower por- 
tion encases a mirror. The floor 
of the entire department is cov- 
ered with a richly colored rug, 


placed at random on which are 
a number of silk sofa pillows 
that serve as attractive display 
foundations for feature numbers 











even eight times a year. Now, the 
general store selling women’s, men’s, 
boys’, misses’, children’s dress shoes, 
work shoes and rubber footwear, 
covering a field of most personal 
trade, is not highly organized. Buy- 
ing a great many shoes out of friend- 
ship, trying to satisfy differently 
priced customers, it finds itself with 
a gradually growing stock and a 
gradually decreasing turnover. 
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We Present a Leather Medal 


E do not know what genius it was who first 
thought of the idea of opening a season with 

a cut-price sale. He ought to be brought forth and 
presented with the largest leather medal ever be- 
stowed! When it is considered that newness of 
style can add from 10 to 30 per cent to the market 
value of a commodity, it certainly is the pinnacle 
of foolishness to throw away that asset, and as 
much more with it at the beginning of the season. 
The cause of it in many cases seems to be a 


nervous, half-scared desire to get ahead of com-. 


petitors; but. where this disease breaks out, the 
competitor also usually catches the ailment and in- 
side of two days everybody slashes prices and away 
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they go, with no one having an advantage, but all 
of them selling goods far below legitimate profit. 

Trade often gets into a rut. This thing isn’t a 
rut, it is a ditch; and those who step into it or fall 
into it or are pushed into it, should climb out of it 
as fast as possible. 


Hats Off to the Hat Trade 


REAL dent was made in the public purse by 
the men’s hat trade. Someone started the 
idea of ringing the bell on straw hats Sept. 15, and 
now we see men obeying that dictum with the same 
degree of faithfulness as they are disobeying the 
prohibition law. This proves that the law of fash- 
ion can be enforced by rule, regulation and ridicule. 
Hat stores report an earlier purchase of fall 
hats than ever before and the first twenty days of 
September were the most remarkable in the his- 
tory of the hat trade. Big city newspapers fea- 
tured page after page of advertising, every one of 
which bore the slogan “Look at Your Hat—Every- 
one Else Does.” 

That’s a slogan for you. It has a punch to it. 
Another strong advertising line was that “your 
shoes were associated with your socks, but your 
hat is close to your face.” The hat people are play- 
ing up the right hat with the right face in copy 
that reads “No matter if the size is all right, a 
fall hat is all wrong if it doesn’t flatter your fea- 
tures. We study character in heads as well as 
contour in hats.” 

Pay a visit to the hat man who runs a neighbor- 
ing store and you will see examples of smartness 
in hats and cleverness in merchandising that might 
well be imitated in shoe store practice. 

There is no question but what we are seeing a 
grading up in men’s apparel for dress, business and 
sport, special hats for each occasion, and it is time 
for the shoe man to say the same thing about shoes. 
The lamentable feature about all this publicity on 
men’s hats on or about Sept. 15 was the fact that 
in the majority of newspapers very little was said 
about men’s shoes. 

Footwear for men has taken a new lease of life, 
not only in unexampled smartness but because bal- 
loon trousers, or at least fuller trouser bottoms, 
have necessitated new types of shoes. We look for 
an October, November and December business on 
the men’s side of the shoe store that will compare 
favorably with the volume of business done on the 
women’s side. Man is having his day in the mir- 
ror of fashion. Let’s make the most of it. 


Is Identification Needed ? 


CCASIONALLY it has been the experience of 
the RECORDER to be called upon by some police 
department to: identify shoes that are held as clue 
for a crime. In several cases we have been able to 

















September 26, 1925 


aid justice through some identifying characteris- 
tic of the shoe. 

It isn’t particularly on that point that we write, 
but it is by way of illustration. In the morning’s 
mail we received a letter from Joseph H. Stearns 
of Spion Kop College, Ladysmith, Natal, Africa, 
asking for the maker of the shoe numbered 
42-14-214632 x + 125. He would like to know 
who made the shoes. Fur- 
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store, for retail merchants are finding every day 
new ways to make their territory more productive. 
The proprietor of a fine new shoe store in a large 
mid-western city said the other day: “I make ita 
point to speak to every new customer who comes 
into the store, especially if I find that the salesman 
waiting on him is not sure what he wants. I be- 
lieve we must take a personal interest in every 
sale we make. 

“Very often the cus- 





thermore, he wants a cata- 
log thereof. 

We are totally at sea 
when it comes to helping 
identification. A week ago 
a railroad claim agent 
brought us one shoe out 
of a large shipment seek- 
ing identification as to the 
maker thereof. Proper 
address on the case was 
missing. The shoes were 
of so universal a construc- 
tion that it was exceeding- 
ly difficult to trace them. 

By these little examples 
we hang a suggestion— 
that the secretary of the 
National Boot & Shoe 
Manufacturers’ Associa- 
tion designate a registered 


prise, 
that-catches 


e- trade 





If-they-pass-by ~ get 
to: the. fact. that 


cue: Ss: the- ee that 
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[= | tomer knows what he 
| se | wants, but does not use 
2) OF x , the right terms in order- 

ing, and is naturally em- 
barrassed if he is given 
the impression that he 
has blundered. One wo- 
man, for instance, called 
for a pair of black velvet 
shoes, whereas we after- 
ward discovered that she 
wanted black suéde. The 
similarity in appearance 
had confused her. Such 
cases must be handled 
right or a customer will 
be lost. Perhaps the old 
established shoe man, 
who is well known among 
his customers, thinks he 





number or symbol to 
every factory in the 
United States, such iden- 
tifying mark being their’s 
alone and to be on the lining of every shoe made. 
It would be so simple to add one more symbol to 
the lining stamp that we hope that the suggestion 
will be adopted. 


Some Are “Shoe Poor” 


af | HE important factor in making better profit 
is system. There are more failures today 
because of the lack of system than from any other 
known cause. Do your buying systematically. 
Have a stock system so that you will be able to 
know how much to buy. A great many of our shoe 
merchants are “shoe poor.” Just as many specu- 
lators in boom states are land poor—they have lots 
of something that is unsaleable, stuff that repre- 
sents money spent—never to return. 


The Boss “On the Floor” 


HERE is an old saying that the farmer owns 
as deep as he plows, and the application of 
science to cultivation of the soil has resulted in the 
more profitable development of our natural re- 
sources. It is not a far cry from the farm to the 








STORE gprs MSI BE IMPROVED 
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can do business in a cold, 
mechanical way and hold 
trade, but I consider that 
our greatest business- 
building asset in this store is courtesy.” 


After Black—Colors 


OW and for all time, “hammer home” to the 
public the idea of variety in footwear. The 
black shne customer you have always with you. 
Men and women will buy black shoes no matter 
how many pairs of tans or grays or other colored 
shoes they may have. Whereas, if black shoes con- 
tinue to be pushed, no matter how elaborate the 
shoe ornamentation, there may arise an all-black 
footwear era, with colors and good variety busi- 
ness relegated to the rear for many a day. 

Colors make for style—the dress goods people 
know full well the advantages of colors—and if 
black dresses are made and sold there is always 
a note of relief in a bright shade. Color makes 
for cheerfulness—it helps business. Color makes 
for a volume selling proposition. 

When all black footwear reigned supreme in the 
days of the early 1900’s there was no such an ele- 
ment in shoe selling as style. Fashion in footwear 
has been introduced very largely, and can be kept 
to the fore by color in shoes. 
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HERE is such a thing as developing a bou- 

doir slipper business the year round. There 
is also such a thing as doubling your business 
on boudoir footwear, and tripling your profits 
during the holiday season. You can double 
the business by starting your season earlier, 
increasing the publicity in selling methods of 
the store, and the increase in profits can come 
by grading up your line so 
that it includes fancy mules 

and fancy boudoir felts. 





QNCE upon a time pretty mules in pastel 
colors were limited to prima donnas and 
burlesque queens. In this jazz age their sale is 
universal. The best thing tried last holiday sea- 
son was the boudoir pyramid or rack on which 
the pairs were hung so that the customer 
helped herself in buying comfort and boudoir 
slippers. Also, how about selling these special- 
ties the year around, for they are not limited in 
their wearing to the holiday season, or in their 
giving to Christmas. A typical display of 
seven good numbers on this page. 
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Selling Slippers to Pay His Rent 


Some Are Sold Every Day in the Year—Profitably 


NE of the buyers of a shoe 
() department in Boston makes 

slippers pay his rent. He 
has a wide variety of boudoirs. He 
has “bread and butter” styles in 
the new colors of felts, with the 
“traditional” pom pom trim—or 
quilted satins in D’Orsays, or plain 
styles. He has more elaborate ones 
in satins, with gold kid appliques— 
or leathers, some kid—some suéde, 
with pleasingly contrasting linings— 
delicate kid pipings—some with 
leather soles—some with soft soles 
—or the metallic cloths, with ribbon 
and lace rosettes at one side. There 
are Turkish toweling slippers— 
many as dainty as any satin slipper 
—with heels and contrasting velvet 
pipings. For the most fastidious, 
there are the elegant-of-line satin 
mules, in pale lavender, with gold 
satin linings—or those in the pale 
apple greens and rosy dawn shades. 
There are marbleized leather effects, 
with embossed designs thereon. 

This merchant places his slippers 
where they will be seen. He sells 
them all the year around at the 
rate of about 50,000 pairs the year. 
Some sell for as much as $10 to $25. 
The bulk sellers, however, are the 
“bread and butter” styles. 

A tip for the merchant who wishes 
to meet his competitor’s price on 
$l-and-under slippers is to buy them 
in bulk—in this way the cost of a 
carton for each pair and packing 
charges are eliminated. However, 
the most money is made, not from 
cutting prices, and bulk buying, but 
from a slipper that is nicely packed, 
holds its shape well, that is stylish 
and has real merit. 

“Quality and style are strong 
talking points in boudoirs. They 
should be sold with the idea of 
matching the prevailing shades in 
lounging robes, or kimonas—or the 
colors of mi-lady’s boudoir. And 
there are “Styles for all occasions.” 


Have You Read These? 


“Alice in Wonderland,” by Lewis 
Carroll; “Tales from Shakespeare,” 
by Charles Lamb; “Rip Van Win- 
kle,” by Washington Irving; “Two 
Years Before the Mast,” by R. H. 
Dana; “Winning of the West,” by 
Theodore Roosevelt. 


Concerning Slippers with 
Rubber Heels 


By R. L. PRATHER 


T seems that a number of lights 
have been hiding under bushels. 
My recent article on slippers 
caused quite a little stir in the 
trade, and several manufacturers 
arise to remark that they have been 
making slippers with rubber heels 
for some time. 
How was I to know this? My 
knowledge of what is being done in 
the trade is acquired through read- 


A shoe man in commenting on 
R. L. Prather’s story on selling slip- 
pers the year around, says that in 
Ohio the only use they have for slip- 
pers is—as pictured. 


ing trade papers and observing the 
‘offerings of shoe merchants. 

There may be ever so many fac- 
tories making rubber-heeled slippers, 
but if they don’t tell me about it I 
remain in ignorance. 

I have been reading the Boot & 
SHOE RECORDER and other business 
publications for more than twenty- 
five years. That is where I look for 
information. I presume there are 
many shoe merchants who do the 
same. 

Why not break the news to us in 
our favorite shoe paper? 

A long time ago I heard a saying 
that now comes to mind: 

“Doing business without adver- 
tising is like throwing kisses at a 
girl in the dark. You know what 
you are doing but no one else does.” 

I am delighted to know that I 
may obtain rubber-heeled slippers. 
But where? and who stands sponsor 


for them? A little publicity on this 
will be acceptable. 

And beside that, what other im- 
provements have been made in the 
manufacture of slippers for men? 
Let’s have the whole story. I be- 
lieve it would interest a lot of shoe 
retailers as well as yours truly. 


A Grin or Two 


Nearly every morning when the 
editor of this department comes to 
the office “Wir” Everett, the most 
famous Amherst graduate in this 
publishing organization, and the 
greatest expert in copy-writing liv- 
ing at 76 Winter Street, Norwood- 
in-the-Country, springs’ a story on 
him. Most of these stories were in- 
vented by Adam or Herodotus or 
Julius R. Caesar. The long and use- 
ful lives of these stories alone as- 
sures respectful, if sad, attention. 
This morning “Win” regaled him 
with an account of his hectic experi- 
ences selling schogl supplies and text 
books up “York State” way. 

It seems that he landed in a place 
called Canajoharie one night and 
found only one room vacant at the 
Palace Hotel. Retiring, he soon dis- 
covered that the bed was multitudi- 
nously inhabited. He called the clerk 
and told him that the bed was full 
of bedbugs. The clerk replied, “You 
ought not to kick, that bed was o¢- 
cupied by Teddy Roosevelt last 
night.” Win made this snappy come- 
back: “Well, I wouldn’t mind sleep- 
ing with Teddy, but I refuse to 
bunk with the whole Republican 
party.” 


These gold nuggets are by Henry 
D. Thoreau, the sage of Walden 
Pond. Read about him in a good 
encyclopedia, 


These animals help provide your 
customers with footwear: Cow, 
steer, goat, calf, horse, colt, sheep, 
alligator, deer, kangaroo, chamois 
cabretta, pig, buffalo, seal, etc. 


Do you read every issue of the 
Boot AND SHOE RECORDER? Not 
every article necessarily, but the 
contributions that look like sources 
of ideas and thought-improvers. 
That’s one good way to become a 
well-rounded retail shoe man. 
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Doubles 









HEN the Forsythe Shoe 
W Corp. asked Thos. L. 
Wilson if he thought that 
he would be able to sell an aver- 
age of 4000 pairs of shoes a 
month in the new store this firm 


A Breath of Fall 


in Footwear 
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was considering opening in Cleve- 
land, he said, “Sure, that’s easy. 
With any kind of a break, I know 
that I can sell twice that number.” 
The first six months, the sales have 
been more than “twice that num- 
ber.” A tremendous number of 
shoes flow out the front door every 
day. It is quite necessary that they 
should, because each day there are 
from three to fifty 36-pair cases of 
new goods coming in the back door, 
all to be sold at one price of $5. 

“The volume is so big that it 
makes my job most interesting. A 
constant playing of cards to keep 
the stock moving,” is the way Wil- 
son sizes it all up. It took consider- 
able cross-questioning to dig out 
some of the facts of how a new store 
was able to come to a town like 
Cleveland and do a right handsome 
business from the start. Cleveland is, 
like most cities and towns, well sup- 
plied with retail stores, especially 
shoe stores. Stores selling shoes at 
one price were no novelty. So here 
are some of the things that Tom 
Wilson does-and some of the reasons 
for the store’s success. 


IRST off, this is one of seven 

other stores of the same caliber. 
The right styles are bought at the 
right price and at the right time. 
That is about all the credit the home 
office will get in this particular story, 
for this concerns how the manager 
manages to manage a complete stock 
turn once a month. 0 
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His Quota 


How Tom Wilson Does It 
in Cleveland 


of courtesy and the good-will are 
impressed on the salesmen. - 

During August a ten-day $2.85 
sale was held. Two dollars and 
eighty-five cents for one pair, or 
two pairs for $5, were the prices 
that sold better than 3500 pairs of 
shoes in these few days. A normal 
regular $5 business was maintained 
during this sale period. Every pair 
sold at the time of this two-for-one 
sale meant extra business, for the 
regular sales of 200 pairs each day 
to the 1000 pairs on Saturdays of 
shoes at $5 flowed steadily. 


NE pair of stockings is sold to 
every pair of shoes and at just 
two prices, $1 and $1.35, with 95 per 





There are fifteen regular sales- 
men, with from ten to twenty-five 
Saturday extras. Last week two 
salesmen who were turning in sales 
of around 150 pairs a week were 
fired, the reason being that they 
were not courteous enough to their 
customers. “Sales must be a lead- 
ing proposition, not a driving propo- 
sition. The minute any driving 
tactics are used, the customer re- 
sents it at once,” is Wilson’s creed. 
Store meetings are held every Tues- 
day morning, where the importance 


cent of the sales on the latter price. 
Customers are handled quick at the 
hosiery counter, with the stock all 
visible in the glass-fronted compart- 
ments. Girls may rush in during 
their noon hour, paying $1.35 for 
their full fashioned silk or chiffon in 
half a jiffy. 

Wilson has a brand new way for 
selling findings and, take it from us, 
he does an enormous business along 
these lines. On one particular 
rhinestone buckle alone he con- 
fessed to selling an average of two 

[CONTINUED ON PAGE 54| 
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IFTH Avenue is the street of 

style of a nation—it was 
taken over as a style runway this 
week. Thousands of pedestrians 
pass by each day, and they are 
mostly well-dressed women on 
shopping tours—they saw shoes, 
shoes, and more shoes and girls 
of fashion as manikins. At a 
certain location there is a very 
beautiful store.- In this store, at 
556-558 Fifth Avenue, amidst 
the quiet elegance of beautiful 
decorations, was held during the 
week of Sept. 19 to 26 a showing 
of the most beautiful Kidskin 
shoes ever made or sold any- 
where in the world. All exclu- 
sive and late models. 

These shoes were exhibited by 
New York’s most exclusive re- 
tailers and were displayed at 
this Kid footwear salon, prop- 
erly identified as to where they 


a 


A black kid strap pump "4 
patent leather edging. 
Cammeyer 


MR. 


A black kid buckle pump with 
patent leather insertions. By 
Ben Lewis 
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may be purchased by the women 
who view them. 

Here are the exhibitors dis- 
playing at this show:—Eliza- 
beth Beers, Best’s, Cammeyer, 
J. & T. Cousins, Delman, Frank- 


lin Simons, Nancy Haggerty, 
Hanan, Hennings, Ben Lewis, I. 
Milier, Pedemode, Saks-Fifth 
Avenue, Shoecraft, Sommers. 

The window on Fifth Avenue 
was dressed by a skilful window 
dresser. The store was beauti- 
fully decorated and the Countess 
de Vernelles was hostess with 
Miss Alice Brady to assist her. 

This event was coincidently 
publicized throughout the coun- 
try as well as New York. All 
publicity mentioned the names 
of these important retailers, who 
loaned their most exquisite kid 
numbers for this ensemble show- 
ing. 


ya 


A black kid pump with pat- 
ent leather insertions. By 
Shoecraft 


ot 


A golden brown, one strap 
pump sandal. By Sommers 
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Shoe Style Week 
on Fifth Avenue 








A black kid pump with gold 
stenciled “ane. By I. 





A golden brown ribbon pump. 
By Cammeyer 





A black kid pump with pat- 
ent leather insertions. By 
Sommers 





A golden brown kid strap 

pump with embossed gold in- 

sertions saa | heel. By Ben 
Lewis 
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Hired and Fired 








In a Business Where the Right Clerk in the Right 
Place Is an Accident, Blessing or Piece of Luck 


66 AVE you tact?” 
Hi you a pleasing ap- 
proach?” 

“Above all, have you the ever- 
lasting patience to fit and fit and 
fit until the customer sells himself 
the shoes he purchases, and not the 
first pair of 8 C tan oxfords that 
you can conveniently reach?” Two 
applicants for jobs in shoe depart- 
ments listened to the employment 
manager. One was a middle aged, 
much washed, and much worn ap- 
plicant; the other, a young man, evi- 
dently a self styled go-getter who 
nervously resented the employment 
manager’s continuing without giving 
him a chance to speak. 

“I—” he started, but the man- 
ager was off again. 

“Have you unfailing courtesy?” 

“Would you desire to browbeat 
your prospects into taking the shoes 
suitable for them, or have you the 
blessed faculty of pleasantly and 
persuasively giving them the benefit 
of the experience you acquired with- 
out being dogmatical and over- 
bearing?” , 

“Can you advise without antago- 
nizing?” 

“Can you disagree without being 
insulting?” 

“Would you still regard yourself 
as an individual or would you sub- 
merge your ego and realize that you 
are part of a service organization, 
selling service, your one aim and 
only goal being to please?” 

The manager paused to let his 
works sink in. The self confident 
young man leaned forward in his 
seat. His hands shifted nervously 
from his tie to his watch chain in 
his haste to interrupt. 

“TI have had experience. I worked 
in your misses’ shoe department dur- 
ing the January sale. I—” 

The eye of the manager caught 
him. Again he lapsed into silence 
saving himself embarrassment by 
turning sideways to give his middle- 
aged competitor a silent, but pitying 
appraisal. The latter straightened 
in his chair, fussed with his cuffs 
and tried to assume an extremely 
comtemplative expression by inclin- 


By James E. Smyth 





We have asked hundreds of mer- 
chants how they hire new clerks— 
mostly it is on past performance 
on the man’s own say-so. Do we 
need an intelligence test, scien- 
tifically prepared, to measure the 
merit of new men before they are 
hired? 





ing his head and screwing up his 
eyebrows which gave him more than 
ever the look of a cocker spaniel. 
The other applicants maintained a 
non-committal silence. The manager 
continued. 

“If you can study your customers 
and learn to recognize their ap- 
proachable angles. 

“If you can study the stock until 
you know every style and its salable 
features. 

“If you can satisfy yourself and 
satisfy your trade that you are do- 
ing your best, you will have done 
all that we could possibly require of 
you.” 

“Now if you will fill out.” Al- 
ready the almost high pressure 
young man was out of his seat. The 
speaker’s voice was drowned in the 
shuffle of feet and the scraping of 


chairs. The blanks were filled. 
Questions asked. Questions an- 
swered. The successful applicants 


filed to their department. The go- 
getter strode far in advance, cock- 
sure and over-confident while in the 
rear was “old uncertainty.” The 
department assimulated them. Their 
training commenced. Their ability 
was evaluated. A week passed. 

The department buyer called 
the employment manager. “Please 
transfer from my department the 
men that I requisitioned last week. 
One has been in constant trouble 
with his customers. He knows more 
about what a customer wants than 
the customer himself. He can’t ac- 
quire the habit of making adjust- 
ments without bickering. He can’t 
fit without offending. He can’t ad- 
vise without affronting. A man of 
his calibre loses more money for 


the department than he makes. The 
other man you sent me is just the 
opposite. He convinces the custom- 
ers, before the old shoes are off their 
feet, that he does not know his busi- 
ness. He is backward about sug- 
gesting and slow in sizing up his 
customer. He is another liability to 
our sales force.” 

The next day an ad appeared in a 
daily newspaper: 

Shoe salesmen wanted. Only well 
qualified successful shoe men need 
apply. 

When the door opened in the 
morning an over ambitious young 
man and a lackadaisical washout- 
were the first to pass the door. 


Doubles His Quota 


[CONCLUDED FROM PAGE 52] 


gross a week. Some merchants who 
object to buckles on account of the 
“leaks,” let them try this leak-proof 
method. Each Monday morning 
each salesman has issued to him a 
box containing a supply of various 
buckles and findings. He is respon- 
sible for the contents of the box. 
The following Monday morning his 
box is checked, and he must have 
either sales slips or merchandise to 
balance. There is never a bit of 
trouble from the boys “borrowing” 
from each other, and it is seldom 
that a box does not balance. 


The salesmen do not sell polish, 
but it would do your heart good to 
listen to the boy who does the 
wrapping. He has a line of talk 
that sure is a winner. The boy is 
too young to sell shoes, but as he is 
one of those natural salesmen, Wil- 
son has coached him along, so that 
it is not unusual for him to sell 
more than 250 packages of polish on 
one day. 

Salesmen get P. M.’s, 10 per cent 
on findings and five cents for every 
customer they introduce to the hosi- 
ery department. Then there is a 
regular schedule for pair sales: $1 
for 40 pairs, $2 for 50 pairs, $3 for 
60 pairs and $5 for 70 pairs. 
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“Its a funny thing 
how we compare 
The people we 
meet by _ the 
shoes they wear, 
Figuratively speak- 
ing all of us walk 
in different shoes 
around the 


clock. 





ULIA MARSH, of Ft. Thomas, 
J Ky. (a part of greater Cincin- 

nati), was selected to pose as 
Cinderella on the boat ride given 
by the Shoe Manufacturers of Cin- 
cinnati, together with the Allied In- 
dustries, on Thursday evening, Sept. 
8. This was an entertainment pro- 
vided by the shoe manufacturers 
and allied industries in Cincinati in 
conjunction with the Fall Fashion 
Pageant and Market Week held in 
Cincinnati by the Chamber of Com- 
merce. 

The boat ride was given for the 
out of town retail merchants. There 
were 3000 people on board the Island 
Queen when it left its dock about 
7:30 for a moonlight ride up the 
river to New Richmond. The enter- 
tainment on board the big palatial 
steamer, Island Queen, was under 
the direction of Horace G. William- 
son, and opened with the Court of 
Cinderella, and everybody entering 
the boat passed the court, and were 
given novelty caps. 

A unique shoe style review was 
held at 9 p. m., under the title of 
“Around the Clock in Shoes,” and 
started out with the bedroom scene, 
showing the proper footwear for the 
boudoir, and early morning wear, 
and the second scene was the golf 
links, and sport footwear was dis- 
played here. The next scene was 
a noonday luncheon, and then the 
matinee, followed by the evening 
dinner, and then the ball room scene, 
in all of which were used the proper 
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CINDERELLA 
of 
CINCINNATI 


shoes for the occasion. The girls 
who took part as models remained 
incognito, as a curtain raised only 
eighteen inches from the floor of the 
stage hid the upper part of their 
bodies, centering the interest of the 
audience on the shoes in question. 
An abundance of good things to eat 
and drink was provided by the hosts, 
as there was an elaborate buffet 
luncheon, and plenty refreshments 
for all. Two prize dances were the 
features of the evening, one a waltz, 
and a foxtrot. The ladies’ first prize 
in the waltz, a gold wrist watch, was 
presented to Miss Lucille Bouslog, 
of Mooreland, Ind., and the sécond 
prize for ladies, an amber toilet set, 
to Miss Ruth Osborn, of Blaine, Ky. 
The gentleman receiving the first 
prize in the waltz, a traveling bag, 
was Mr. Harry Silverblatt, of Mun- 
sie, Ind., and the second prize, a 
silver cigarette case, Mr. Ben Kraem- 
er, of Minster, Ohio. The foxtrot 
prizes, which were identical with the 
prizes for the waltz, were given to 
Mr. Stephen Taulbee, and his sister, 
Adeline Taulbee, of Hazard, Ky., and 
Mr. I. Levy, buyer for the Norwood 
Boot Shop, Norwood, Ohio, and Miss 
Helen Custis, of Owenton, Ky. 
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We've been around 
the clock’s big 
face 

With the proper 
styles in the 
proper place, 

And Cincinnatus at 
the committee’s 
request 

Bids you welcome 

to the Queen of 

the West. 


Most of the judges for the prize 
dances were men not connected with 
the shoe industry, but principally in 
the wholesale dry goods business, 
and who were on the committee for 
the Fall Fashion Pageant. Mr. 
Frank Dohoney, general sales man- 
ager of the Alms & Doepke Co., was 
chairman of the committee. The 
committee in charge of the Boat Ride 
were:—Richard Stix, Marcus Rice, 
Walter Feder, C. S. Faxon, Fred 
Roth, Thomas Homan, Al Velten, 
Harry Weichman, Frank X. O’Brien 
and William H. Tateman. As each 
scene was put on in the shoe style 
review, which was held on the boat, 
a man dressed as Cincinnatus would 
read a verse of poetry to describe 
the occasion. The verses descriptive 
of each scene were as follows:— 


Act. 1. And so we start with the 
hour of seven, The sun already high 
in the heaven, A wee small voice 
shouts dissatisfaction. And _ the 
whole house goes into action. 

Act. 2. By nine o’clock the day’s 
well off, It finds our lady playing 
golf, And as she drives the ball 
along, She meets her friends, a mer- 
ry throng. 

Act 8. High noon is when they 
meet the men, He parks her and re- 
turns again, Thus ever up and down 
the street, The game is played if 
you watch feet. 

Act 4. Things that are read, 
[CONTINUED ON PAGE 139] 




































































































The shoe making family of the 
Watson Shoe Company have a 
merry annual arene 9 ant ng fours. 
Upper le, isker, 
gk a= Hallowell and 
z. argo, on, J- H, Haliowel all. 
a a t—Harry F. Malloy, 
George M. Spangler, Frank B. 
King and Bernard C. Bowen. The 
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upper two fours were taken at the 
Chicago Shoe & Leather Association 
Outing. Center four —. Hdward 
Cohen, Ben B. Stern, Morgan Gross- 
man, Monroe Hinstein—ieaders in 
New York tournament. What the 
shoe trade did in 1876 at the Cen- 
tennial Exposition. Plans afoot are 
for somet ~~, ei and different 
n 26. 
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Sail on, oh sale—being a clever piece of 
advertising placed on a large pond 
between Bloomington and Spencer, Ind. 
It is pictured in dry dock in front of 
the store. 


The Gilchrist Company of Boston, in a remarkable school shoe window, features a display of 
Schmidt calf leathers and shoes made therefrom. 
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Children’s Number—Next Week 


Next week’s “jesne—Qeteber 3—of the Boor anp SHOE 
RECORDER will feature Children’s Shoes. 


It will be crowded with information, ideas, suggestions and 
data of the greatest utility to every shoe buyer and mer- 
chant who has children’s shoe trade to handle. 


These are some of the articles that you will desire to read, 
study and profit by: 


1. L. M. Churbuck claims that his is the first exclusive children’s shoe shop in the 
United States, for from 1898 he tells how he has specialized in children’s service from 


that day to this. 


2. Children’s shoes are sold most successfully when stores are departmentized. P. H. 
Stegman of the children’s department of Fred E. Foster & Company of Chicago, will tell 
how the operation of a department for children requires more attention, more knowledge 
and more skill than any other in a store—and how it is also the greatest factor in in- 
creasing percentage and patronage. 


3. Eight fundamentals in children’s shoe store practice that make a successful chil- 
dren’s business. Lots of ways of making friends. The children’s department manager 
finds greater reward for good work than his weekly pay envelope. 








4. Windows and gifts. How a little shop in Portland, Me., established a wonderland 
of shoes for children. , 


5. Why I picked this style. Ten merchants join in a frank discussion of what they 
bought and why. 


And all the News and Many Other Profit-Helping Things. 
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The Shoe 


Designer 
and 

Dress 

Creator 


Join Hands 


And Thus Assure 

the Proper Foot- 

wear for the — 
Costume 


NE of the closest and most 

extensive hookups between the 

fashion creators and the shoe 
industry has been completed by I. 
Miller & Sons, the Brooklyn shoe 
manufacturers and retail merchants 
with stores in New York, Brooklyn 
and Chicago, and is now being made 
public in an extensive advertising 
campaign. 

The new development, in brief, is 
along the line of the “proper shoe 
for the costume” idea. It provides 
for the advance showing of the latest 
creations of the leading French 
coutouriers, such as Premet, Jenny, 
Worth, Patou, etc., through the 
medium of sketches by the Dry 
Goods Economist, Vanity Fair and 
Vogue to the Miller concern and the 
fashioning of shoes to harmonize 
with these costumes and their ap- 
proval by the coutouriers themselves. 
The arrangement was made by I. 
Miller who has been in Europe for 
some time. The first of a series of 
newspaper advertisements showing 
the complete sketches of these cos- 
tumes, with slippers to match are 
now being published. The I. Miller 
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42nd street, New York store devoted 
a window to the exploitation, featur- 
ing one of the original sketches, to- 
gether with actual shoes to har- 
monize. 


N “The Trend,” a handsomely 

illustrated résumé of fall and 
winter fashions issued to retail 
stores by the Botany Worsted Mills, 
I. Miller & Sons were elected to 
give a sketch of the trend in wo- 
men’s shoes. 

The following are the remarks of 
I, Miller on the shoe trend: 

“The question of beautiful and 
correct footwear is one of increasing 
interest to women in general, and 
to the discriminating woman in par- 
ticular. She has learned that upon 
this all-important accessory of dress, 
the eyes of the world are literally 
centered. In keeping with the new 
silhouette and short skirts of the 
day, shining silk stockings and per- 
fectly shod feet are of paramount 
importance. 

“With this end in view, and as 
pioneers of the movement to intro- 
duce the style element in shoes, we 
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tyle in Gowns and Style in Slippers! Because of his 
advance knowledge of the former, the I. Miller 
Autumn Presentation has been designed to include the 


9 appropriate slipper for every type of fashionable gown. 
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costume in shades of tan 
end brown and 


I. MILLER 


presents the Carmelite in 
@ clever combination of 
patent leather and crece 
ile, a5 115 tdeal companion. 
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For evening wear, 


PPO DE DOT EDA, 2D 2D 28 


For afternoon wear, 
terse I. MILLER remy 
a @ “i ermen,in 
Teatro ine. Frashioner of Footwear lane ale 
Fifth Avenue 15 Wea 42nd Street 1554 Broadway 498 Fulton Street 
 atth Sree Near Fejch Avent ‘Open Una 9 P.M Con. of Bond, Beoshiy 


PQ DODO VOODOO]. 2 


forecast the vogue of plain patent 
leather pumps, and sandal pumps 
with tiny inserts and narrow trim- 
mings of colored kid as innovations 
for Fall. These are combined con- 
servatively enough to please the 
ultra-fastidious taste. For instance, 
patent leather with brown or blond 
kid, inserted on quarters and vamp, 
arrests attention and supplies the 
need for smart afternoon occasions. 
This style of shoe will frequently 
introduce a new buckle in fine en- 
ame] or cloisonné. Oxfords will 
make a reappearance in attractive 
new designs in kid and patent. 


sé OR evening, satin slippers in 

pastel shades, particularly the 
pinks and corals, will be in demand. 
In all of our shops we specialize in 
dyeing the white satin slipper any 
desired shade, within a few hours, 
and for the forthcoming season we 
anticipate a carefully matched eve- 
ning mode. Many are to be richly 
embroidered in flower designs of a 
contrasting shade. Gold and silver 
kid remain in high favor. 
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No. 701—The DANZAR, Mhade 
of Black Kaffor Kid, $5.25. 
Made by 
Alden, Walker & Wilde, Inc. 
East Weymouth, Mass. 


y, 





The Sdeal Calf leather 


‘ OUR ZEST in the production of Kaffor Kid comes from its quality and its 
adaptability. These two values reflect themselves in the salability of shoes by 
many of our leading shoe merchants. 







Kaffor Kid meets the whims of demand in dressy footwear. Its fine grained 
texture, its pliability and softness, and its lustre, give refinement to the pattern, 
whether plain or ornate. A real calf leather, with the characteristics of Kid 
and Kangaroo! 








Many of the outstanding shoe manufacturers are using Kaffor Kid in one or 
more of the season’s best selling numbers. Ask to see them. 






Kaffor Kid footwear gives you these three important merchandising values :— 












SERVICE 
bel ; CONSISTENT GOOD APPEARANCE 
)FOR QUALITY ) FITTING COMFORT 


“This ts a Calf Year” “The Story of Leather” Free on Request 


The OHIO LEATHER COMPANY 
GIRARD~OHIO 




















SOOT ISI RCO ENNIS CASES 


IVhen writing to advertisers please mention Boot ann SHOE REcorDER 
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fsoh, DS Botte? Model 
No. he Majestic 
An Basa 54g pattern ideally developed in 
soft glovelike Black Kidskin, two graceful 
straps banked on either side by artistic cut- 
outs make this medium round toe model 
the accepted favorite “ your trade. The last 
is No. 157, the heel 14/8 with rubber top. 
The Price $5.00 

Arch Relief Model 
No. 8224—The Majestic 
Same as oo, All oy 7 Koather. 

he Price $4.75 


cee 


Avot Bens meliet ase 
No. arion 
A “ig ane more owt is this exclusive 
three button effect, fashioned from Black 
ee ges the effect of a three strap 
graced cutouts and imitation up, 
over a Oy dich last which expresses 
individuality so characteristic of Arch Re 
lief shoes. The last is No. 118, the heel 
12/8 with rubber top. 
The Price $5.00 
Arch Relief Model 
No. 8221—The Marion 
Same as above. all Patent Leather. 
e Price $4.75 





Arch Relief Models 


1." - 


skin, giving that grace, dignity, and smart- 
ness seldom found in oxfords. Modeled over 
a modish last that insures perfect fit. 


top. 





a? Reliet Model 
No. 82 The Maramor 
sohioeete aa scarcely describes this 
charming four strap model, fashioned in soft 
Black Kidskin enhanced by just enough open 
work to make it the very essence of smart- 
ness, and so appealing to "to all that is fine and 
feminine. The last is No. 157, the heel 
14/8 with rubber top. 

The Price $5.25 
Arch Relief Model 
No. 8215—the Maramor 
Same as above, all ta 5 apt. 

The Price $5.00 


ll 


Arch Relief Model 
No. 6011—The Marvel 


A finely tailored oxford in soft Black Kid- 


last is No. 118, the heel 14/8 with rubber 


The Price $4.75 


Arch Relief Model 

No. 6010—The Marvel 

Same as on all Brown Kid. 
The Price $5.35 

















TRADE MARK 


Reso 


COLUMBUS, OHIO 


When writing to advertisers please mention Boot ann SHoe Recorver 
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36 inches wide and supplied in Y specifying Skinner's Shoe Satin in 


four different qualities to meet 
all the requirements of the your satin shoes you make them 


trade. All desirable shades in 
stock. more acceptable to your customers, and 
their wearing quality is a credit to your 


store. 


Skinner's “ny ssomgr eso, 


Mills Holyoke, Mass. Established 1848 


- 
S h O e S a Tt l nN The world’s lanoeta - - -jaagaeai of 


iL SELVAGE'' 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 











OW to sell more shoes in a 
H better service to the merchant 
is the constant thought of the 
shoe traveler. The National Shoe 
Travelers’ Association is frequently 
giving suggestions, through the of- 
fice of its secretary, in bulletins and 
in talks before various salesmen 
groups. 
“How to Sell More Shoes” was the 
subject of a recent address given by 
National Secretary T. A. Delany be- 
fore the J. M. Herman Shoe Co.’s 
sales force. Mr. Delany stated, in 
part, that experience in selling is 
one of the biggest assets of a suc- 
cessful shoe traveler. “Selling is a 
profession. If one does not like the 
profession of shoe selling, he should 
get out and clear the way for one 
who does,” said he. “But to the 
young man who likes shoes, who 
studies shoes in all of their phases 
of making and distribution—who 
studies the different methods of 
merchandising, and who after a long 
period of training is declared a high 
grade salesman, there is a good pay- 
ing profession at his command. It 
is not the strenuous, misdirected 
effort, but it is the well planned, well 
directed effort. 


Experience a Selling Asset 


“It takes experience and the 
knowledge of many years of road 
selling to know just the right ap- 
proach, to know how to give sugges- 
tions, without offense; to know the 
shoes you are selling so well, and to 
like selling them so well, that the 
merchant and all the sales force of 
that store wil] know them ard wan. 
to sell them as much as does the shoe 
traveler for that particular line. 

“It is related of a certain publicity 
man in a high grade department 
store after writing an advertise- 
ment in the daily papers, having 
studied the various details of the 
piece of merchandise advertised. 





How to Help the Merchant Sell 
More Shoes 


that he goes down to the depart- 
ments selling that merchandise and 
instructs the salespeople on these 
same selling points, so that when the 
customers come to the store, in re- 
sponse to the ad, the salespeople 
know how to ‘follow up’ the selling 
arguments already started through 
the advertisement. In the same 
way, the shoe traveler’s work is not 
thoroughly accomplished unless he 
sells every one of the store’s sales- 
men on the merchandise which he 
has sold to the merchant. 


Study the Towns You Cover 


“What one merchant finds a good 
merchandising ‘stunt’ in a town of a 
similar size, and in a community of 
the same kind, the experienced trav- 
eler knows will prove a good mer- 
chandising ‘stunt’ for some other 
marchant. It is, *herefore, neces- 
sary to have a knowledge of the dif- 





C. I. Slipher, who covers Mich- 


an for Johansen Bros. Shoe Co. 
e is secretary of the Indiana 
Shoe Travelers’ Association 





ferent localities in which the stores 
you are selling are situated— 
whether the population is largely an 
industrial population, and what in- 
dustries; or a farming community; 
the experienced shoe traveler ascer- 
tains whether the mills or factones 
are running on full time; whether 
the crops are good. 


Give Merchandising Advice 


“It is necessary to show the mer- 
chant how he may meet competition 
—whether this will be best accom- 
plished through good windows or in- 
terior displays—through the talking 
of work shoes, or dress shoes, or 
quality shoes, or style merchandise. 
The experienced shoe traveler knows 
that it is well to instruct the retail 
shoe merchant on the new colors and 
materials and to suggest that the 
merchant show his customers that 
he knows that they must have, for 
instance, tan shoes to wear with the 
season’s. mode in garments or suits; 
that they must have black shoes for 
other occasions. 


“Catchy” Phrases Sell Shoes 


“The experienced shoe traveler 
shows the merchant how ‘the other 
fellow’ advertises—gives the mer- 
chant and his salespeople some good 
talking points on materials and on 
prices, should the latter question be 
asked. He passes along to the mer- 
chant some ‘catchy’ phrases. He 
gets the confidence of the merchant 
and the salespeople. He shows them 
that he is their friend and business 
partner, if they so wish. 


Sell Good Sellers 


“The experienced shoe traveler 
sells merchants only such stock as 
he knows they can sell. He keeps 


a record of what he sells them. He 
considers that it is better to have 
many repeat orders than to take but 
one large order—and then never 
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| — “KEEP Children’s 
Feet as Nature Made 
Them.” 


Acrobats pay you a good, dependable profit. They never need to be 
sold at sacrifice bargain prices. Our national magazine advertising is 
bringing thousands of mothers to “Acrobat stores”’—and Acrobat 
“Double Welt” quality is keeping their trade. Women are learning by experi- 
ence that “Acrobats” are REAL bargains at all times. Here are a few attractive 
numbers for immediate selling: , 


No. 1376 


Dark smoked Elk 


No. 1312 Blucher, plain soft 
toe 


Tan Calf Blucher q 
In Stock: } In Stock: 
: i) fo; \ 6%4/8 C D $2.25 


84/11 C D ... 84/11 C D .... 2.65 


No. 1377 

Dark smoked Elk 
blucher, tan calf, soft 
cap tip and Indian 
Head panel. 

In Stock: 

64/8 CD ..... $2.50 
84/11 C D .... 2.99 ‘ 
Order now for quick de- 


livery—ask also for new 
Fall catalog 25-F. 


Shaft-Pierce Shoe Co. 


204 Third St. Faribault, Minn. 
Specialists in Children’s Good Shoes Since 1892 


When writing to advertisers please mention Boot anp SHor RECORDER 
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Dave D. Doran covers Ohio, Penn- 
sylvania and West Virginia for 
N. B. Thayer & Co., Inc. 


again sell that merchant, because he 
has sold him too many unsalable 
sizes and kinds. 

“The experienced shoe traveler 
picks out the good credit merchants 
in the towns he covers—not neces- 
sarily the big accounts—but the ones 
who pay their bills and are consid- 
ered a good credit risk. He does 
this, for the reason that he knows it 
is better never to have solicited 2n 
account than to have that account 
‘turned down’ by the credit man at 
the factory.” 


Doran with N. B. Thayer 


“Dave” D. Doran, for 12 years 
with C. S. Marshall Co., of Brockton, 
is now associated with N. B. Thayer 
& Co., Inc. of East Rochester, N. H., 
makers of the N. B. Thayer Shoe 
and the “Mode O Pedic” shoe. He 
will cover part of Ohio, Pennsyl- 
vania and West Virginia. He will 
be on his territory, October 1. 


E. J. Mattison Is Dead 


E. J. Mattison of Frankfort, Ind., 
member of the Indiana Shoe Trav- 
elers’ Association and of the sales- 
force of M. N. Arnold Shoe Co., 
passed away recently, after a short 
illness, at the home of his sister, 
Mrs. Charlotte B. N. Tefft, of North 
Bennington, Vt. Mr. Mattison was 
a man of sterling character and had 
hosts of friends in the trade. 


Beads of perspiration are the jew- 
elry of: toil.—Boston Transcript. 


Harry Drake with Alden, 
Walker & Wilde, Inc. 


Harry M. Drake, who represented 
the Emerson Shoe Co. for: about ten 
years; and more recently for about 
a year with C. S. Marshall Co.—has 
joined the salesforce of Alden, 
Walker & Wilde, Inc. Mr. Drake 
started for his territory September 
25. He will cover Buffalo, west to 
Minneapolis and St. Paul, including 
Chicago, Cleveland, Cincinnati and 
Detroit. 

Mr. Drake made a call at the 
Recorder office just before starting 
on his trip and stated—“I am carry- 
ing with me the ‘snappiest’ line of 
shoes ever, for the well dressed 
young man. East Weymouth, Mass., 
is one of the world’s centers for 
young men’s fine shoemaking—East 
Weymouth, factories employ skilled 
workers, who know how to give that 
distinctive touch in the whole style 
range at the right prices. ‘Quick 
deliveries’ are one of the strong 
points of the Alden, Walker & Wilde 
folks. We try to ‘keep just ahead’ 
all the time. 


“Everything New” 


“I have with me a wide range of 
the very latest effects in lasts and 
patterns, in many colors of tans, and 
the leathers of every leading tanner, 
in heavier weights, for the fall and 
winter trade—I have a number of 
wide toes in the newer’ wide 
‘Frenchies’ and in the wide ball and 
shank, custom lasts. ‘Everything 
new’ is our slogan; and as I set out 
afresh from the factory every once 
in sixty days, I shall have many new 
and different styles every trip.” 


Slipher with Johansen Bros. 


C. I. Slipher, secretary of the In- 
diana Shoe Travelers’ Association, 
travels Michigan for Johansen Bros. 
Mr. Slipher is one of “the go-get- 
ters” of the industry. He has shown 
a most decided increase in his busi- 
ness for fall, 1925. 


“Tim” Murphy with Green 
Shoe Co. 


“Tim” Murphy recently joined the 
salesforce of the Green Shoe Manu- 
facturing Co. of Boston. He is now 
covering New York State for this 
house and attended the New York 
State Shoe Retailers’ Association’s 
Convention at Hotel Seneca. Mr. 
Murphy is one of the best known and 
most popular men in the shoe travel- 
ing fraternity. He is much pleased 
with his new connection. 
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Harry M. Drake covers Buffalo 
west to Minneapolis and St. Paul, 
including Chicago, Cleveland, Cin- 
cinnati and Detroit for Alden, 
Walker & Wilde, Inc. 


Harry Hamburger on Trip 


Harry Hamburger, who travels 
for Jos. A. Jonas Shoe Co., Haver- 
hill, with Boston office at 207 Essex 
Street, left “The Hub” on Sept. 14 
for a three weeks’ trip. Harry says, 
“I am showing a snappy line of 
women’s high grade McKays—every 
one of them is a popular seller.” 


Central Increases Salesforce 


The Central Shoe Co. of St. Louis 
has added some new men to its 
traveling force, as follows: A. R. 
Barrett, Memphis, Tenn.; W. Bur- 
dick, Michigan; A. G. Hill, Illinois; 
C. A. McDevitt, San Francisco; J. 
N. McMahon, Iowa; Geo. H. Moyer, 
Texas; P. B. Sewell, Utah; R. W. 
Stewart, Kansas; J. A. Vance, West 
Virginia. 


Sargent Travels for Howard 
& Foster 


Harry R. Sargent, who covers the 
larger part of the South for Howard 
& Foster Co., was at the factory last 
week getting out new samples. Mr. 
Sargent is full of “pep” and enthu- 
siasm regarding the “H. & F.” line 
and is thoroughly optimistic regard- 
ing the outlook for business the 
coming season. Although having 
covered this territory for a com- 
paratively short time, Mr. Sargent 
is very popular with the merchants 
on whom he calls, and is steadily in- 
creasing his list of customers. 
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Two Live Dr. Darling Styles 








Hitting on all Cylinders 
and going strong in 
Black Kid, Patent 
Leather, Black Satin, 


a as ie ta ey Bldek amd Célored Calf. 


oe. sate, Fine Felt Cushion cae 
Cubes Heel, Rubber Top Lift. Modeled Over Lasts Carrying 12, 13 


spatial “Styleze” Combination Last. In 
Stock AA to E, 3%-9.° and 14/8 Heels in Leather or Wood. 


Price $4.60 


Style B-605—Brown Kid 





NEW YORK CHICAGO PHILADELPHIA 
Mr. Lobatto, Barclay Bldg. Mr. Le Pine, 1618 Republic Bldg. Mr. Schoell, 119 So. 4th St. 
LOS ANGELES, CAL. 


OAKLAND, CAL. 
Mr. Kushins, care Roos Bros. R. L. Wall, Lankershim Hotel 


Hiesvaod Sige Go, 


SMART SHOES Rron Se 


ROCHESTER,N.Y. 


Buy Sherwoods and Stick to Them 





Grant Troe 
Petpet, 











> 
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3 Fast Selling 3W’s for Fall 


No, 4735 


No. 6220 


“THE NEW LENOX WELT a “abe heel Mek a 
r rubber heel, Mc - 
1700—Child’s, Tan Calf, No. 6220—Patent Leather Cut-out, nO No 4735-Growin 
a/ 8 , $118 age. 3-eyelet oxford, rubber heel, Girls’, 2% to 7.. 5 50.70 
No. 6220—Misses’, 11% to 2 Ys ee 11% 
No. 6221—Child’s, 8% to 11 
Same as above in All Tan Calf: 
No. 6225—Misses’, 11% to 2 7 No. mae Teen 8% to 


No. 6226—Child’s, 8% to 11 11, spring heel..... 


Samples | WEIMER, WRIGHT | 4ays 
Shipped & W ATKIN CO. in Good Stock 


at Our Expense 39 South Second Street, PHILADELPHIA Supply 
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G. B. Slack, who covers Missouri, 
Kansas, Iowa and Nebraska for 
the Joseph M. Herman Shoe Co. 


Slack with J. M. Herman 


G. B...Slack, covers Missouri, 
Kansas, Iowa, and Nebraska for the 
Joseph .M.’ Herman “Shoe Co. Mr. 
Slack is a “dyed-in-the-wool” shoe 
man. In Kansas City, many “years 
ago, before going on the road, he 
started his shoe selling career as a 
“clerk” in a retail store. So well did 
he succeed at selling shoes over the 
fitting stool, that he later bought 
out the establishment where he had 
served as a retail shoe store sales- 
man. Many of the old-time shoe 
travelers may remember the store of 
C. C. Pratt of Kansas City—this is 
where Mr. Slack served his appren- 
ticeship in the shoe game, and this 
is the store that he continued to run 
for about seven years. He later sold 
out the store and took up the shoe 
traveling profession. 


A Men’s Shoe Expert 


He recently made a call at the 
Recorder office and proved by his 
looks and manner that he is just as 
young as in the old days when he 
merchandised shoes in Kansas City. 
Mr. Slack has always sold men’s 
shoes. He is a good merchant-ad- 
viser on getting more pairs sold. He 
stated that he is most enthusiastic 
over the J. M. Herman line—“The 
greatest values in the world for the 
money, which I have ever sold,” said 
he. He left the Herman factory for 
his territory about September 14. 


Ambition is the spark plug of 
existence.—Boston Transcript. 


Rochester Nominates 1926 
Slate 


The first fall meeting of the Roch- 
ester Association of Traveling Shoe 
Salesmen, held at the Chamber of 
Commerce on Saturday, September 
5, brought out the largest crowd of 
the year. Plans for the convention 
of the New York State Retail Shoe 
Dealers Association were talked 
over. The shoe travelers approved 
the action of the executive commit- 
tee which had pledged the member- 
ship to assist in any way possible to 
make the convention a_ success. 
William Pidgeon, Jr., chairman of 
the convention committee spoke on 
the coming convention and thanked 
the shoe travelers for their coopera- 
tion and work in behalf of the con- 
vention committee. 


To Elect in January 


Charles W. (Sky Parlor) Ander- 
son, as chairman of the nominating 
committee reported that they had 
selected the following candidates for 
officers during the year 1926. 

President—A. J. McLeod—Roy F. 
Schneider; 1st vice-pres., Charles 
Viegard—Joseph P. Byrne; 2nd 
vice-pres., Fred §. Brill — Jack 
Castle; 3rd vice-pres., Ray Statt— 
Ed. Evarts; 4th _ vice-pres., 
Harry M. Joy—Harry J. Beatty; 
secrétary-treasurer—Clark B. Row- 
ley—Gus. -A. Schaub. 


“Those Were the Happy Days” 


In making his report “Sky Parlor” 
got a good laugh out of the members 
by thanking the Boot and Shoe Re- 
corder and the Shoe Retailer for 
their work in trying to bring back 
“the good old styles.” His reference 
in this case was not to shoes, but to 
moustaches which Ross Seward and 
Harry Chase, respective representa- 
tives of the trade papers have 
acquired during their summer vaca- 
tions. 

This annual election of officers 
will be held at the first meeting in 
January. 


Ferguson Sells Hood’s 


James W. Ferguson covers Maine, 
New Hampshire and part of Massa- 
chusetts for the Hood Rubber Prod- 
ucts Co. Mr. Ferguson is a member 
of the Hood sales promotion depart- 
ment and visits the principal centers 
of the above-mentioned States, dem- 
onstrating the sales possibilities of 
the Hood line—talking the merits 
and leaders in the line he is selling, 
introducing the Hood Rubber Prod- 
ucts specialties and making a gen- 
“eral “tie-up” with advertising plane. 







. 
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(Photo by Weid) 
George W. Manson, Jr., who cov- 
ers the larger towns in Iowa, 
Nebraska, Kansas, Missouri, Ok- 
lahoma and Texas for Alden, 
Walker & Wilde, Inc. 


George Manson on Trip 


George W. Manson, Jr., one of the 
best posted men on men’s fine shoes 
in the United States, recently joined 
the sales force of Alden, Walker & 
Wilde, Inc. Mr. Manson resides in 
the College City of Cambridge and 
is a close observer of the “snappy” 
effects in demand by the young 
men’s college trade. He covers the 
larger towns in Iowa, Nebraska, 
Kansas, Missouri, Oklahoma and 
Texas for his house. He has a host 
of friends in this territory which he 
has covered for a great many years. 
For some nineteen years, it will be 
remembered that he traveled for 
The Dalton Co. of Brockton—In ail, 
Mr. Manson has to his credit 30 suc- 
cessful yéars of shoe selling on the 
road. 

Away Three Months 


He left Boston September 20 for 
a three months’ trip—with many 
new and snappy patterns, among 
which are several in the broad toes. 
Asked as to the continued popular- 
ity of the broad toes for men, Mr. 
Manson said that he felt that they 
were a natural outcome of the wide- 
bottomed trousers and as these two 
styles had appeared at about the 
same time, they would go out of 
vogue at about the same time. Mr. 
Manson expects to return to Cam- 
bridge in time to eat Christmas 
dinner at his own fireside. 





He is always working for the best 
possible cooperation between the 
merchant, the distributor and manu- 
facturer. 


- 
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The Celtics, professional basketball 
champions of the world. Every man is tL ‘i 
equipped with Keds. » tdaaaeee oat 


World’s Champions Wear Keds! 


HEN the Celtics, world’s professional basketball cham- 

V V pions, choose Keds, that is proof enough that Keds are 

good shoes. This famous team not only wears Keds, but 
strongly recommends them for basketball. 


Exactly the qualities that the Celtics admire in Keds—com- 
fort, strength, certain floor grip—are what the basketball and 
handball players of your neighborhood are looking for. Here 
is your chance to do a big winter business in athletic footwear. 
For all indoor sports, sell them the shoes that have made good 
with the world’s best players— Keds! 


United States Rubber Company 


Keds— 


REG. U.S. PAT. OFF. 
When writing to advertisers please mention Boot anv Sos Recover 
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Show Rubber Shoes for Occasions 


and Sell More Pairs 


Try a Style Revue to Help Move Them 


UBBER shoes and canvas rub- 
Re soled footwear are in a 

class by themselves. A very 
definite class. In that class there 
are “shoes for all occasions”, for 
work and play, for storm and sun- 
shine, for warm weather and cold 
weather. There are many mer- 
chants who are alive to the merchan- 
dising possibilities of rubbers and 
canvas rubber soled footwear, so 
they segregate their stocks and con- 
duct their rubber shoe department 
as a separate and distinctive feature. 
They are putting into the minds of 
the public the thought of style in 
rubber footwear, by style revues. 
Some of the big rubber houses have 
been talking “Style in Rubber Foot- 
wear” and “Shoes for Occasions in 
Rubber Footwear”—they are reach- 
ing the customer through consumer 
publications. 


HERE are so many people who 

will come into the store and ask 
for “sneakers” without any seeming 
knowledge that there are several 
grades in canvas rubber soled foot- 
wear and all the new lasts and pat- 
terns for every occasion, from morn- 
ing until night, that an education 
through a style revue in windows, 
or on the shoe store’s runway, is in 
order. 

For instance, if a man wants to 
wear a pair of canvas shoes for a 
vacation in which he will climb 
mountains, something in a ruggedly 
built canvas shoe is most desirable. 
If the same man wants a canvas 
rubber soled shoe in which to play 
tennis, there is another type of shoe, 
one that is designed to give the 
maximum service for this sport, yet 
it need not be so strongly built as 
the mountain climbing canvas rub- 
ber soled shoe. There is the very 
durable, comfort toe pattern of one 
line of basketball shoes, and another 
lighter weight basketball shoe for 
those who desire to be less profes- 
sional. There is the professional 
running shoe of canvas with smoked 
crepe outsole and small heel lift, 
such as those endorsed by Nurmi 
and Ritoli, famous athletes, and by 


Bill Kennedy, the country’s veteran 
long distance runner, who has run 
over 400 miles in one pair of these 
canvas smoked crepe rubber soled, 
track shoes. And there is the wo- 
man’s gymnasium. shoe, to meet gen- 
eral requirements. 

There are canvas rubber soled 
shoes for indoor baseball. There 
are high-grade gym shoes that are 





A popular basketball shoe. It 


is made of brown canvas in a 
two-ply construction, with cream 
trim—improved lace-to-toe pat- 
tern—sponge cushion rubber heel 
—well constructed outsole. Mak- 
er’s name on request. 











built for style, comfort and service. 
There are lower grades that are 
built with merit, but not so well as 
the higher grades, the big thought 
behind their distribution being to 
give a merchant an article which he 
can use to meet the competition of 
another merchant in his town. 

A gymnasium window would not 
be difficult for even the smallest 
merchant to arrange. Write to your 
rubber shoe man about it. He is 
also prepared to give you free many 
other dealer helps. 

It is the opinion of many of the 
Middle Western merchants that re- 
tail shoe merchants in other parts 
of the country are missing a good 
bet by not featuring gymnasium 
shoes for school children. Athletics 
play a prominent part in the Middle 
Western schools’ courses. They can 
be made to play a similarly promi- 
nent part in the school life of other 
parts of the country, if the shoe mer- 
chants will interest themselves a 
little in this direction. The way to 


get this school business is to create 
the demand and then make your 
store known as gymnasium shoe 
headquarters. 


ND in rubbers—light and heavy— 
there is a wide style range. Itis 
well to pass on the “tip” to the con- 
sumer that rubbers and rubber 
gaiters are not only health safe- 
guards, but stylish; that rubbers 
worn on rainy days will lengthen the 
life of the leather or satin or velvet 
shoes, and will not injure them in 
the least. One of the rubber com- 
panies is this year introducing a 
light rubber shoe for men, women 
and children that will fit 27 different 
toe shapes. With a wide toe, the 
whole bottom of the rubber is 
straightened out, from the special, 
flexible edge. With a narrow toe, 
the elastic edge conforms to the nar- 
row width. Those merchants who 
have bought this rubber have found 
that no sales are lost because their 
customers cannot be fitted; that 
there are no soiled rubbers to go 
back into stock; that there is no 
dead stock because of style changes 
and that a rubber rush on a rainy 
day may be easily handled. 

If all that the weather prophets 
say is true, there is a long cold 
winter just ahead. Many merchants 
placed their gaiter orders last. 
spring, but there are also many 
smaller dealers who have not yet 
ordered and who may get caught 
when the snow begins to fly, or the 
temperature drops below freezing. 


ND so, while canvas rubber soled 

footwear is pushed for indoor 
sports, with its various kinds and 
styleful qualities emphasized, heavy 
rubber footwear may be with good 
taste featured at this time for out- 
door wear, with the short fur coats 
and skirts that are shown in the dry 
goods windows. If galoshes are 
constantly talked of as the proper 
accompaniment to the short skirts, 
silk hosiery and fur coats of the 
winter—and where possible dis- 
played with them—the demand will 
surely come. 
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“Merchants Broadcasting 
Geo. M. Rosen Speaking” 


Some of my newest ones. Many more snappy styles 
In-Stock. You may as well shoot in an order, for 
where can you do as well? 


Suzanne 


Anklette, One Strap, Champagne Lined, French 
Corded, Fine Flexible McKay. B & C. 
F.B. Spike Heel 
Block Heel 
Kid F.B. 
Kid 


Velvet F.B. 
Velvet 
Calf F.B. 


$3.60 


Rose Marie 


D’Orsay Pump, Champagne Lined, French Corded, Fine 
Flexible McKay. B & C. 
F.B. Spike Heel 


3043—Black velvet 
3044—Black Velvet Block Heel 


$3.60 


Lucille 


Front Gore Step-In, Celluloid Buckle, Champagne 
Lined, Fine Flexible McKay. 

3057—Black Velvet F.B. Spike Heel 
3058—Black Velvet Block Heel 
7031—Brown Velvet (Square Buckle) Block Heel 
7032—Brown Velvet (Square Buckle) F.B. Spike Heel 


$3.60 


P. S.—Initial orders must be for at least 
12 prs. on a width—and of course there must 
be a good rating, or its equivalent. 


MERCHANTS SHOE CO. 
Womens Shoes of Consistent Stylew Quality 
$7 Lincoln Street, Boston,Mass. 





























Retail 
Salesme: 
Wanted 


by the 


J. C. PENNEY CO. | 


NATION-WIDE INSTITUTION OF 
DEPARTMENT STORES 


Capable salesmen are needed,—young men between | 
the ages of 25 and 35 years who have had thorough | 
experience in one or more of our lines, and who can 
give us the highest references. 

Our company, which started in 1902 with one 
store, now operates 676 retail stores in 44 states. 
We sell dry goods, shoes, notions, clothing and 
furnishings for men, women and children. We do 
a strictly cash business. Our sales in 1924 were 
$74,261,343.00. We opened 115 stores in 1920, 59 
stores in 1922, 104 stores in 1923, 96 stores in 1924 
and 105 stores in 1925. 

By industry, study and determination your progress | 
will be rapid in our organization. Under our experi- | 
enced managers you are trained to become a manager. 
When you have qualified 


You are Promoted to be 
Manager of a Store 


in which you own a one-third interest, to be paid | 
for out of the profits of the business 


Experience has taught us that some of the greatest | 
successes come from the ranks of average men. What 
we need are young, healthy and capable salesmen who 
have had thorough experience in a small or medium- | 
sized department store or are experienced in general 
store work in special lines. The investment of money 
is not necessary for your success with us. The financial 
backing of our company is ample. Briefly, this is our 
proposition—tested and proven over a period of 23 
years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability 
you learn the greater possibilities of co-operative 
effort. Your progress depends upon your ability 
and effort. As our new stores are opened, man- 
agers are selected from our sales force. 

When you make a success of the management, 
you are sold a one-third interest in a new store 
and become its manager. You may afterward ac- 
quire a partnership in other stores which are the 
outgrowth of the one in which you first received a 
financial interest. If you do not possess the capi- 
tal to purchase a one-third interest in a new store, 
the money is loaned you by the J. C. Penney Com- 
pany, and you repay it from subsequent profits of 
the store. 
Write today for our booklet, “Working Plan of the 

J. C. Penney Company.” Give your age and number 

of years’ experience in our lines of merchandise in 

your first letter. We may arrange for a personal in- 
terview later. All correspondence strictly confidential. 


Address your letter to our nearest employment office: 


J.C. PENNEY CO., Inc. 


370 7th Avenue, New York City 
1205 Olive Street, St. Louis, Mo. 
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Shoes Courtesy 


qualuy a, Gol, Ahat ANELL tiles : HOLLAND SHOE CO. 
“This Leatherin our attractive 
Sable Brown AS meeting the 
demand _of those who require 
Shoes AN good taste but out 
~ of the ordinary ~ 


Carl E. Schmidt & Co.1.. 


Tanners of the Schmidt Calf Leathers 


Detroit, Mich. ~ Boston, Mass. 




















to create -ensembles of 
distinctive tone ~ Shoes of? 
Schmidt CalP eather an. 
Sable Brown have a definite 
place in. the fashionabie 
wardrobe for 1025 +26 


Shoes courtesy 
J.P.SMITH SHOE CO. 


Carl E. Schmidt & Co. Inc 


‘Tanners of the Schmidt Calf leathers 


Detroit. Mich. ~ Boston, Mass. 
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“Massachusetts—there she stands.” 


And if you'll look more closely, 
you'll see she is shod with a ritzy pair 
of Fall Creightons. 

















When Writing A. M. Creicnton please mention Boot and Shoe Recorder 
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IN STOCK 








A New England Harvest 


“By their fruits ye shall know them” 


<u: OT for nothing does the grey 
square tower of the great Creigh- 

7 ton Factory look out over the 
home of American shoemaking. 


Style No. 331 


If A. M. Creighton had not been able to Gun Meth Catt 


make a popular priced line of women’s 13/8 Covered Heel 
shoes which have sold like a prairie fire dens 
from Boston to the Golden Gate—that tower 

would not exist—that factory would be the 

little hum-drum shop in which many a 

would-be competitor of Creighton Fashion 

Footwear is still made. 


You can always follow the Creighton 
vogue with the knowledge there is nothing 
quite so good—in style, profit—or replace- 
ment convenience. 


A. 46 CREIGHTON , ant teat: cull 
Lynn 3: Massachusetts 12/8 Winefoot Heet 
Widths A-D 


Price $4.50 
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IF YOU'VE SEEN 
these new Packard 
Number. 556 styles you know why 

Tan Calf they are making such a 
hit — especially with 
those chaps who are 
wearing the wide bot- 
tom trousers. 

















Both the Tarzan and the 
; Punt are featured in our 
THE — 7 Sat. Eve. Post Advertise- 

; : ments for fall. 


TARZAN 


























Number 55] 
in Black Calf 


Number 552 
in Tan Calf 


IF YOU HAVEN’T 
already ordered oxfords 
of this broad toe type, 
do so today. 


. They are IN STOCK 
| but the sooner you 
| show them, the more 
sales it means. 


' Mail or telegraph orders | 
to 




















e 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 
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YOU CONSIDER 
LUCK WHEN 
PLAYING THE 
HORSES OR IN 
ANY GAME OF 
CHANCE. 


LUCK ALSO EN- 
TERS INTO THE 
SHOE BUSINESS, 
AND OURS HAS 
BEEN A LUCKY 
LINE. 


wail ght ini 
ms ne. nt he Spain : 


ee ee ee 


om 


nat ap 
. 


Ernest D. Haseltine Co. 


NEWBURYPORT 
MASSACHUSETTS 
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! Venti-Flex Shoes! 


' All the VALUE and All the pps d SOMETHING 
a young man can ask for at $§-90 ” MORE 


Eight Fashion Oxford Models embodying all that is new- 
est in lasts, patterns and trimmings. Newest shade chrome 
tanned leather uppers, choice oak tanned soles, calf quar- A Special Comfort 


ter linings, leather counters and heel bases. Wingfoot Feature That No 


toplifts. 
ALL FULLY ILLUSTRATED and described in literature Other Shoes Can 


which any VENTI-FLEX Distributor will send you. Offer — Which No 


The _— VENTI-FLEX Distributors Carry Them Man Old or Young 


IN STOCK Can Fail to Like and 


Amos P, Tapley & Company, Boston, J. M. Arnold Shoe Company, Bangor, 
Mass. Maine W 
mr Me Boot & Shoe Company, Toledo, A. H. Berry Shoe Company, Portland, Alway s ant cael 
Maine 
Keehn Bros., Chicago, Il E. G. Moore Co., Inc., Plattsburgh, N. Y. 


LL. 
“eo Lang Shoe Company, Pittsburgh, = Xe Schulten & Company, Louisville, 
a: . 
Thomas Shoe Company, Charleston, Chey chwell Bros., Jacksonville, Fla. and Yet, YouCan Sell 


W. Va. Wingo Ellett & “Crump Shoe Company, ° 
~ = ee ee ee Robert F Jenkins Shoe Company, Shreve- Them P’ rof it ably at 


ass. 
Merritt Elliott & Co., Inc., New York port, La. 
City, New York De PW. Jenkins Shoe Company, Dallas, $ 6 00 
2 


w. Walker & Company, Buffalo, New Texas 
York ‘ Theo. H. Davies & Company, Ltd., Hono- 
Paul Bros., Philadelphia, Pa. lulu, H. L 


Other distributors will be added to this list as soon as they are in 
position to give service on VENTI-FLEX Shoes 


E. E. TAYLOR COMPANY 
210 Lincoln Street, Boston, Mass. 


Write the nearest 
VENTI-FLEX 
DISTRIBUTOR 
TODAY 


t 


2 ee Ft (3) Perforated 
surface of inner 
sole. 


“Method Patents _ For 


~ nite ot 
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Joe Swift: (Standing in doorway of don’t know what the trouble is!” 
his store.) “Hello, Jim! Wait a (Laughs ruefully.) “They’ve got me 
minute—come on in! What’s your — licked—and darned if I know what to 








hurry?” fight. I’m simply not getting the 

steady, increasing volume I ought to 
Jim’ Jones: (Shaking © hands.) get! ‘Customers don’t stick! That's 

“Hello, old timer! How’s tricks? ,y” 

Gosh! - Kippy window you've -got! 


TH E RIGHT ROAD How’s things by me? Well—well— Joe Swift: “Humph!—say where do 


honestly, not so good. you buy your shoes—if you don’t mind 


AT LAST Joe Swift: “Pshaw! That so! Why telling an old pal?” 


—what’s the trouble?” 

. Jim Jones: “Mind? No! Oh. | 

An Economic Drama Jim Jones: “The trouble is that I 
get ‘em all over the map—just as you 


in Four Acts ‘ante do, I suppose. I think I buy good 


t 


es Sa ‘2 ts stuff——” 
The Cast 


In order of their appearance 


Joe Swirt: A Successful Retail Sho. 
Merchant. 


Jm Jones: An old friend of Joe 
Swift’s, and a Not-So-Successful 
Retail Shoe Merchant. 


Tom Anperson: Secretary of the New 
England Shoe and Leather Associa- 
tion 


Harry Hussre: A New England 
Shoe Manufacturer 


Dick O’De tt: Jim Jones’ Sales Man- 
! ager 


Time—The Present 


ACT I. 


a . 

ome Jones is visiting Goodtown and 
| passes Joe. ‘Swift's benfaane shoe 
store. 


eee or a - 
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Joe Swift: “Wait! I guess you've 
got the disease I got cured of«' As a 
matter of fact I don’t buy all over the 
map—lI buy the largest part of my 
stock in just one spot on the map— 
in New England—the place where 
shoes are Shoes and value is value. 
There! I’ve put my finger on the sick 
nart of your store, Jim, and I know 
n” 


Jim Jones: “Shoot on! Your store 
backs up your ideas. Why is New 


>? 





England 


Joe Swift: “It’s a big subject, Jim, 
too big for me to tell you out here on 
the front step. You've got to go there 


in 4 Acts 
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——just as I did—go and see the cities 
of shoe factories—cities of tanneries 
—streets of wholesalers’ and leather 
stores in Boston. Go and get a thrill 
of the good.will and genuine desire to 
do the right thing for the merehant 
which every mother’s, son! down in 
New England will offer you. Go and 
-——. Oh, thunder! Go to Boston 
and tell your troubles to Tom Ander- 
son—Secretary of the New England 
Shoe and Leather Association. He 
knows all about it and will help yot 
——just as he helped me!” 


Jim Jones: “That’s a mighty good 
tip, Joe! I'll go next week! Good 
bye, old man, and niany thanks!” 


ee varietigs?” 
































—————____. 
> 
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ACT II. 





In the*Heart of. It: 


Office of Tom Anderson, secretary 
of the New England,Shoe and Leather 


Association. 


Jim Jones: “How do you do, ‘Mr. 
Anderson. Name is Jones. My friend 
Joe Swift of Goodtown advised me to 
come over to New England for my 
new stock—and told. me to see you 
first and get a general line on the 
superiority of Néw. England products. 
So here I am. Why and where can I 
buy to advantage in this section?” 


Tom Anderson: “Mighty glad to 
help you, Mr. Jones. You've come to 
the right place, (Business of offering 
cigar and lighting up.) Here in New 
England, Mr. Jones, is the true home 
of America’s shoemaking. In a word 
~—New England knows how. We built 
the industry—its leaders are stil] here. 
So are the main sources of supply— 
both of the best leather and the best 
materials the world offers—but even 
more important, a great supply of the 
finest of all shoe workers.”” 


Jim Jones: “Why! Can't they make 


shoes ‘most anywhere?” 


Tom Anderson: “No, sir! It takes 
years merely to train men and women 
to put shoes together. It takes gener- 
ations to teach them the art of putting 
style and stability imto footwear?’ 


Jim Jones: “How akout grades and 


< MM Bq - 
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a; so a 
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Tom Anderson: “Every grade, from 
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fine to medium; every kind—all made 
here; each factory specializes on a 
grade and variety. The big point for 
you to remember is this: In each grade 
our representative manufacturers put 
in the best material, the most skilled 
workmanship, the finest finish possible 
anywhere at the price, resulting in an 
unmatched product. These people do 
business on honor and stand back of 
their goods.” 


Jim Jones: “That’s the sort of folks 
and goods I want to line up with— 
for I intend to stand back of my shoes 
with my own customers.” 


Tom Anderson: “Of course, it’s the 
only way you can hope to succeed. 


Remember this also: New England is 
wonderfully equipped to serve the 


whole industry—more than 600 shoe - 


factories, 150 tanneries, 45 last mak- 
ers, 65 rubber establishments and 
1000 concerns producing every vari- 
ety of machinery, factory, accessory, 
supply and necessity—right in their 
own front yards. This means speed 
and economy possible nowhere else. 
You have the cumulative benefit of this 
favorable situation.” 


Jim Jones: “Well, that’s certainly 
‘going some’! New England ought to 
be able to serve retail dealers admi- 
rably. I know it is. I’m getting 
aboard !”” 
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Tom Anderson: ‘‘Why don't you see 
for yourself, Brother Jones? Visit 
Lynn, Haverhill, Brockton, the South 
Shore, Auburn, Manchester, and some 


‘ of the many other shoe centers where 


shoes have been made for generations. 
Go into the plants and learn that what 
1 say is true just as so many soundly 
successful retailers have proved by 
experience—that New England shoes 
are the foundation of their own repu- 
tions and success.” 


Jim Jones: “That’s just what I’m 
going to do during the next few days! 
I thank you for your courtesy.” 


Tom Anderson: “Not at all! Come 
often. The New England Shoe and 
Leather Association is always at the 
command of retail shoe merchants. 
It’s a privilege to help them.” 


ACT III. 


A Close-Up of a Salesroom 
in a Busy New England 
Shoe Factory 


Jim Jones: “Well, by George! Mr. 
Hubble, your factory and your line is 
a winner! Your salesman, Allen 
Brown, has told me so often enough, 
and his line no doubt proved it. But 
it was only this trip I made through 
New England which has made New 
England factories and New England 
shoes—like these—mean something to 
me which I can turn into money in 
my store!” 


Harry Hubble: “I’m mighty glad of 
the opportunity, Mr. Jones, to show 
you my plant, our line and the stuff 
that goes into it. Wish all the men 
out your way could see them— instead 
of just hearing about them. We're 
a bit proud of this business—and you 
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understand now why many merchants 
have built their profitable business on 
New England footwear— ours in- 
cluded.” 


Jim Jones: “You're right! Take 
Joe Swift’s experience, for instance. 
Then Mr. Anderson sold me on New 
England’s capacity and capability to 
serve us merchants. I’ve spent a few 
days ‘checking up’—and it’s paid me 
well. I’m satisfied. Can’t of course, 
buy every good line. But I’ve 
checked you up—know you are honest 
and a ‘square shooter’—and if we can 
get together I'll concentrate on your 
line for one of my leaders. I believe 
I can make both money and reputa- 
tion with it.” 


Harry H.: “You can depend on all 
that, sir. We'll give you every last 
ounce in value, consistent with a fair 
price that allows us a legitimate profit. 
Service, too—deliveries, up-to-date 
styles—our salesman will keep in con- 
stant touch with you. If you'll check 
us up a little more, you'll find our cus- 
tomers stick to us.” 


Jim Jones: “Fair enough! Now 
let’s look at your line in detail. I 
want to get my initial order in the 
works right away and there’s some 
other plants in other lines that I have 
my eye on, too!” 

(Business of inspecting samples, se- 
lecting patterns, lasts, materials, sizes 
and widths.) 


Harry H.: “I am mighty glad to 
get your business, Mr. Jones. Now, 
how can I save you time? What do 
you say to jumping into my car and 
paying a visit to the other factories 
and seeing their lines, that you need 
to round out your stock? Several of 
them are competitors in a way, but, 
believe me, if it means more business 
for New England, why I'll spend the 
whole day getting you acquainted with 
these fellows.” 


BOOT AND 


(A busy day and just before dinner 
a round of golf at the country club 
and an evening spent at the B. A. A. 
boxing bouts—some week.) 


ACT IV. 





Back Home for a New Start 


Jim Jones: (Entering his own of- 
fice.) “Hello, folks! Just back from 
Boston! Phew! I’ve had some rapid 
week! I’ve visited a dozen shoe cen- 
ters down there.” 


Dick O’Dell: “Good for you, chief! 
Didja find out what ails our busi- 
ness?” 


Jim Jones: “I'll bet you I did, boy! 
Listen! It’s the shoes! That’s the 
trouble—and I’ve got the answer all 
right, too. I’ve talked to some mighty 
clever merchants“who know how to 
make money in a shoe store. And 
every time the foundation of their wad 
is the shoes they carry. No matter 
how clever you are—you can’t get 
away from that. 


we ‘buy Snors—not 


“Hereafter 
prices!” 
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Dick O’Dell: “Yes, yes—chief,— 
but what did you do in New 
England?” 


Jim Jones: “It’s a long story, Dick, 
and I'll have to save it for the best 
staff dinner we ever had. Now let’s 
take off our coats and fight for some 
more room around here. Oh, yes, 
we'll need it and need it badly when 
the new stock I’ve got in the works 
down in New England begins to pile 
in here! You know I’ve got a lot of 
new partners (laughing at Dick’s look 
of horror.) Yep! a lot of broad- 
gauge, capable manufacturers who are 
doing business on the good old theory 
that they can only succeed as I—and 
a lot of other guys like me—succeed 
also. 


“From now on, Dick, you are going 
to sell shoes that you can bet your 
shirt on—that you can stand back of 
to our customers in a loud and confi- 
dent tone. Because we've got all New 
England back of us! I'll bet you a 
box of cigars right now we'll have, in- 
side of six months, the biggest follow- 
ing of any store in this man’s town!” 

Dick O’Dell: “You're on! And 
we’re On the Right Road At Last!” 


(CURTAIN) 





Copyrighted by the New England Shoe and 
Leather Association, 1925 
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Style Leaders for 


In 














BLACK and white re- 

production of the attrac- 
tive color design used on the 
first page of our September 
style bulletin. 
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your Fall Trade 


“Popular Price’ Footwear 







Compliments are not 
always empty 


We quote one because it contains a 


thought of real value to all our customers. LAST NUMBER 250 


The 17/8 heel is the high light of 
this regent pump shown in black 
satin. The beaded bow gives > pet 


This question continually comes to us: the right touch of ornamentation. 
“How do you people manage to make a m8 oS tie. BS One Sr 
popular priced line which seems to have a a oo 
an almost magical ability to hit the volume 


sales demand on the day and hour?” 



















There’s no: trick or magic in it—just 
three plain, common-sense factors: hard 
work and thought; a remarkable factory 
organization always on its toes; a wide- THE HEATHER 


swung circle of intelligent wholesale dis- oxford welt, ideal for high schoo! 


tributors who are keen enough on Cush- = ta ce oe ae 


man-Hollis styles to give us early and welt. Leather heel with rubber top. 
frequent reports on popular priced style 
demands in their territory. 



























For merchants who demand fast turn- 
over patterns which are rigidly checked 
and rechecked before their release we 
commend this line of beautiful models. 














BOBOLINK 


A happy pump conception in 
patent leather—as illustrated—or as 
you wish to order. This two-button 
wide band cut-out model is espe- 
cially graceful. 


Cushman-Hollis Company 


SALESROOMS—ALBANY BLDG. FACTORY AND HOME OFFICE i 
BOSTON . AUBURN, ME. ! 
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cAll That Glistens Isn’t “Patent Leather 


If you choose your Patent Leather for its intrinsic quality 
beneath the surface, you will choose Corona Colt or Sides 


The Beese Leatuers include Corona Patent Coxt and Sipes, Forrpgsrer’s Vici Kip, Ayer CHROME 
Cate Lryincs, Suzepsxins, Suepe Catr, Grain Ca tr, Sipe Leatuers, Spits, Satins and SHoer Fasrics 


—)> 


LUCIUS BEEBE AND SONS, INC... 6 129 SOUTH STREET, BOSTON, MASS. 
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IN STOCK: HIS sturdy, finely-patterned Fall and Winter 
No. 55— (Illustrated) — . . . 
Men’s Rugby Tan Elko. Boot for Men, in Tan and Black, is typical 
“Brute” Last. C and D. of the completeness of the Crafts Five Dollar Line. 


No. 155—Same, except For quality, for salability at a good profit, for permanent 
made of Black Ivory. trade-building, this new Crafts Line—2o styles in stock—is 
$3 50 the best 1925 buy in the market. Ask the Crafts dealers! 

e 


Send for the Illustrated Bulletin: 
5%—30 days! “The New Crafts Line—$5 Retail” 


_ G. P. CRAFTS CO. 


Mfrs. of Men’s and Boys’ Goodyear Welt Shoes 


MANCHESTER, N. H. 
BOSTON SALESROOMS: 186 LINCOLN STREET 
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Mr. Alfred W. Donovan of E. T. 


Wright & Company is happy in 
his contact with Mr. R. J. Jewett 
of the Dunbar Pattern Company. 





YOUR EXCLUSIVE DESIGNS ARE SAFE WHEN LOCKED IN THE DUNBAR TREASURY CHEST 
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E. T. WRIGHT SHOES 
AND DUNBAR PATTERNS 









Arch Preserver and Just Wright Shoes are one of the wonders 
of the trade. And yet the secret of their success is simple. They 
are shoes of unusual style and fit. They are extremely profitable 
to the dealer who sells them; they command the respect and the re- 
peat business of a most desirable class of men. 

E. T. Wright and Company, the makers of these shoes, are con- 
‘sistent and extensive users of Dunbar Patterns. Just one more case 
where a manufacturer holding to the highest standards of style 
and workmanship relies upon Dunbar in this important detail 
of production. 

More and more are dealers finding how prevalent is the use 
of Dunbar Patterns in the making of those shoes which are dis- 
tinguished by the profit they give to the dealer and satisfaction 
to the wearer. 

In all sections of the country our six factories and nine branch 
offices are working with leading manufacturers in the creation of 
sound, salable styles and in the manufacture of shoes that fit and 
satisfy. : 
















DUNBAR PATTERN CO. 


SHOE PATTERN MAKERS 





; SSS . SS 
Pz IEA aoa 
BOSTON ST.LOUIS CHICAGO NEW YORK ; ' Ny: ri <=! Ue ~' $74" MONTREAL BROCKTON CINCINNAT 


4. py 
OT nn 





















WI) 





When writin~ to advertiscrs please mention Boot anv, Suor Recorper 


BOOT AND SHOE RECORDER September 26, 1925 








BUCKLES WITA 
“DALCO” BUCKLE SUPPORT 


THE “DALCO” INTERCHANGEABLE 
METHOD HELPS TO MAKE QUICK RETAIL 
SALES POSSIBLE. SIMPLICITY IN ATTACH- 
ING MAKES FOR SPEED IN SELLING. 

Women buy two or more pair of anaes 


“Dalco” buckles, and enjoy a_ | Feature Holds 
Buckles Firm 
change. 














“DALCO PUMP HOLDS” 

or: IN THEIR VARIETY OF 

PA NEW PATTERNS ARE 
POPULAR SELLERS. 


One of our many good re- 
tailing styles. Used with or 


without attaching Govies._ 4 WRITE FOR SAMPLES. 


satin buckle, steel 
cord edge. 
$9.00 per doz. pr. with “‘Dal- 
co” buckle support. 
Are you selling “Dalco” Buckles and ‘ goo Pump Holds? If not you 
are overlooking an opportunity for good profits. 


THE DALRYMPLE-DUDLEY COMPANY 


Manufacturers and Distributors of Shoe Ornaments for Fifty Years 


HAVERHILL, MASSACHUSETTS 

















7 RRR RR PE EE 
SHOE ORNAMENTS— 


For Manufacturers of Ladies’ Shoes 


We have hundreds of different designs, ranging from six 
cents to eighteen cents a pair. Send us a sample or state di- 
mensions required. We may have just what you are looking 
for. 


No order too big for us. Special Dies at cost. 


We do not sell Jobbers or Retail Trade. All goods Net, FOB 
Factory. No Ornament orders taken at our New York or Chicago 
Offices. All communications for Ornaments must come direct to 
the Factory. 


Independent Mfg. Company 


36 Railroad St. 


Attleboro a 
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For young bucks and bloods of today! A 
It’s the style that’s selling most! oc 








# The “BUCK” 


en Retails for $7.00 No. 3970 bitte cr” @ 


GEO. E. KEITH COMPANY Z) 


Makers of WALK-OVER Shoes iL 


EZ 
for Men and Women 
CAMPELLO-BROCKTON, MASS. ST.LOUIS, MO. . @ 
Ad; pe 


© ese lat. 




















When writing to advertisers. please mention Boor ann Suog Recorpes 





BOOT AND SHOE RECORDER September 26, 1925 


Less selling time 
more sales made 
~and no dead stock 


“lt LASTICS 


She Neo Mea in ‘Rubbers 


GIVE your trade better service 
4 . —make more money on rubbers 
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—avoid dead stock losses—with 
Lastics. 

Lastics are universal. fitting 
rubbers—the flexible sole auto- 
matically conforming to the 
shape of the shoe—one pair fit- 
ting a wide variety of lasts. 


A rubber rush is handled in 
half the time—with every cus- 
tomer sold—every customer 
pleased. A clean stock always 
—with no odds and ends left 
over—and the buying problem 
simplified. 

Once again Hood has helped 
you to give better service and 
make more money. 


HOOD RUBBER PRODUCTS COMPANY, Inc. 
Watertown, Massachusetts 


R ER 


BETTER RUBBER PRODUCTS SINCE 1896 ? 


Rubber Footwear - Canvas Footwear - Rubber Heels and Soles - Pneumatic and Solid Tires - Rubber Specialties 
AL NL EAT NTT, STE Bie ES LAID ARERR PESOS A LCN I ES ain RE 
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100 Vears of 
@ Good Shoemaking 7 | 


TAKE ADVANTAGE OF 
THE RADIO CRAZE—GET 
EXTRA SLIPPER SALES! 


‘“‘For the Radio Hour’’ 


In every city, town and: hamlet the coming winter evenings you'll 
see many men comfortably lounging in the living room or den listen- 
ing to the radio. 

Many who were in the habit of “going out” often are now spending 
the evenings at home. What is more natural than they should appre- 
ciate the comfort of the attractively made slipper? 

Every dealer can make-extra sales this fall by having his clerks sug- 
gest slippers for the “‘radio” hour. And if you want to keep the trade 
permanently and profitably sold—see that your line of Evans slippers 
is complete. 


Thirty Lines Now in Stock— $2.00 to $4.00 


® - 


No. 324—Brown Vici Opera, Rubber 
Heel, 6-12 E 


No. 318K—Tan Kid Everett, Leather 
heel, 6-12 E 


CATALOG 
ON REQUEST 





No. 457—Tan Kid Columbia Flexible No. 325—Tan Kid Opera. Full kid 
Sole. Full Kid lined lined. Sizes 6-12 C-D-E 


E. Bb. EVANS’ SON COMPANY 


Boston Office New York Office 
110 Summer St. WAKEFIELD, MASS. 130 W. 42nd St. 
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That this new Fall style 
has met with the ap- 
proval of discriminating 
buyers is evidenced by 
the immediate re-orders 
received from many 
large retailers. 


Up to the minute in style 
and priced right, it is in- 
creasing the turnover of 
PECK DISTRIBUTORS. 
Let it do the same for 


“There 1s Pride 
in the W earine” 


Stock No. 848, Snap last, 
Gallun’s color No. 55, Man- 
darin Calf, Wingfoot Heel, 
plump single sole, widths A 
to D. $5.35. 


IN STOCK 


PECK SHOE COMPANY 
126 CHANDLER STREET 


Worcester, Mass. 
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Another Reason Why Shanley Shoes Sell Themselves 








SCOTCH GRAINS, PRICE $2.85 


Terms 2% 30 Days 


Stock No. 301—Made from Mellow Golden Scotch Grain on the Jazbo Last. Plenty 
_ of Kick. Especially Appealing to the Young Men who want “Doggy” Shoes. 


In Stock—Sept. 28th 


Sizes 544-11 D Wide 





Send your orders in early as shipments will be made 
in order of their receipt. 


CATALOG SENT ON REQUEST 


SHANLEY SHOE COMPANY 


SOUTH HANOVER, MASS. 
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FILLER wNEPSOLE LIP 
WWNERSOLE 


Mock Moccasin 


Above. is an actual photograph of the pair of Bass Woc-O-Mocs, Stock 
F No. 3891, which were worn 4,680 miles. 





. 








Mailman Martin Wore These 
Bass Woc-O-Mocs 4,680 Miles 


His Letter To Us— 





Geneseo, Ill. 
Do you believe you could sell this G. H. Bass & Co., erties 
Wilton, Maine 


man another brand of shoes? te 


I am returning the moccasins you sent 
; P me in May, 1924. I started wearing them 
That S the type of business Bass May 17, 1924, and wore them continuously 

asm the ae “tt agai 1925, exclusive of 
; ; undays and holidays. 
Footwear will build for you. sdgsmiaes ge 
I am a city letter carrier and walk about 


13 miles a day on an average, making a 
total mileage of 4,680 miles. I wore out 
four pairs of heels during that time, but 


We build moccasins, welts and “ one still — = panes Phong original 
nailed shoes that make profitable | masy times during’ the rain and without 

: — and the uppers are still in good 
friends. I have found these moccasins very satis- 


factory in every way. and will say they 
make a very comfortable shoe. 


Yours truly, 


(Signed) ALLEN D. Martin. 


More than 100 styles IN STOCK. 











Make your store Bass headquarters and build a per- 
manent business. Be sure to write for catalog B today. 


G. H. BASS & CO. ‘snc’ WILTON, ME. 
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No. 1121—The ETHEL 











STYLE 


Style is an essential factor in shoe retailing today, but a per- 
manent and profitable business cannot be based on style alone. 
This line of “popular-priced” footwear has kept abreast of 
the style demand, but does not go to the extreme in pattern 
or last. It is moderate in style and price, but is best known 
for giving good values and good service. 


DINGLEY-FOSS SHOE COMPANY 


Fabric Shoe Manufacturers to the Wholesale Trade 
AUBURN, MAINE 


BOSTON SALESMEN’S OFFICES, 54 LINCOLN STREET 
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Another typical tremendous 
ROSENBERG VALUE in 


DEVONSHIRE BRAND 
HIGH GRADE ARCTICS 


Your Customers will Like their Good Fit ana Good Service—and they 
will be delighted with your Price. DEVONSHIRE ARCTICS are made 
of strong Jersey cloth and sturdy, durable rubber. 







WOMEN’S _Low and Cuban Heel $1.80 
MISSES’ Nature Last $1.65 
CHILDREN’S “ “= $1.45 


AT ONCE DELIVERY 


Send Your Orders, They’ll go quickly 
SOLD 12 PR. CASE LOTS ONLY 


S. ROSENBERG & SON 


144 ESSEX ST. 
BOSTON, MASS. 
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ISIS DT OLLIE 
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BOOST YOUR BUSINESS 
WITH BERRY PRODUCTS 


UNQUESTIONED QUALITY 


EVANGELINE AMERICAN BEAUTY 


GOODYEAR WELT FLEXIBLE McKAY 
© TURN TYPE 


WAAAALARAGW 
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Stock No. 6401 Stock No. 6526 
PATENT BAR STRAP PATENT 2 STRAP 
$3.90 le ae 






SAME STYLE 





SAME STYLE 













BLACK KID BLACK KID 
Stock No. 6402 Stock No. 6524 
$3.90 $3.60 







Send for Catalogue 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 186 LINCOLN ST., BOSTON 
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A Man who Loves mfort 


HERE are thousands like him. They want what 
they want and can pay for it. They ’re the men 
who buy shoes with lacing hooks. 


v 


When you order, specify visible 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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SHOES 
IN STOCK 


“THE TRIPPER”’ 
Stock No. 255—Patent Lace Oxford, Flexible Soles. 


Stock No. 257—Dull Calf Dress Oxford. 


OUR FAMOUS “COLUMBIA COMBINATION” 


Stock No. 201 7 Stock No. 103 
Black Kid Blucher Shoe, Golden Tan Blucher Shoe, 
AAAA/AA to C/E, { AAAA/AA to C/E, 


Price $6.50 Price $6.65 


Stock No. 251 | Stock No. 155 


Oxfords, same, $6.00 +! Oxfords, same, $6.25 
WE ALSO CARRY FIVE, YOUNG MENS “DOGGY” OXFORDS IN STOCK 


HOWARD & FOSTER CO. 


Address All Communications to the Factory 


BROCKTON, MASS.. 


IF YOU HAVEN'T RECEIVED THE SEPTEMBER ISSUE 
OF. OUR STOCK CATALOGUE, WRITE FOR.COPY. 
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WALL. STREETER SHOE CO. 


NORTH ADAMS, MASS. 


FAST SHOES FOR YOUNG MEN 


READY TO SHIP NOW 


SMART 
Styles 


to retail 
$6—$7 


ORDER TODAY 











Ne. 52— Black Boarded 
Calf, Natural Stormweilt 
Wales Nickel Eyelets. 
New pate Laces, Semi- 
soft Toe. 


















Ne. 55—Fine Black Calf, 
titching, Semi- 







BOOLA, LAST (French 





idths. 
Price $4.60 NET 





Ne. 5i—(as above). Golden Tan Calf, Natural 

Stormwelt. Wales Brass elets. New Braid Ne. 54—(As above). Fine Medium i Shade 
» _Bemi-soft Toe. BOOLA’ LAST. Sizes -, Bequest on Calf. A sure seller. WHALE Sizes 

6-10. C & % C & D wilting oy wer 





widths, 
Price $4.00 NET 


Show Our New College Last Now 


Three and one-half inch vamp. Spring bottom 


A LOOKER — A FITTER — A SELLER 


Fine Medium Light Shade Tan Calf 
Single Roll Sole and Heel 
“For Young Men and Men Who Stay Young” 
Sizes 6-10 — C and D Widths 
COLLEGE LAST 
Price $4.60 NET 
































medi 
r, VICTORY LAST. wiSizes “S- “10. 2 é 
Price $4.00 NET 


A -STREETER SHOE CO. 
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TAKE YOUR CUSTOMERS 
INTO YOUR CONFIDENCE— 


You know it is a trade practice to make shoes 
look better in the store and show window by 
placing them on forms. 


Now that same scheme carried into your cus- 
tomer’s home will make your shoes look good 
to him for a longer time than would otherwise 
be possible. 


Tell him so! 


Let your forms, and his forms, be Miller Shoe 
Trees. There is a profit in pushing them. 


SHOE TREE DIVISION 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON, MASS. 
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TYPICAL CHANDLER VALUES 


Beautiful buckles in Gold, Silver or Steel 
priced low for immediate delivery 





ILLUSTRATION IS ACTUAL SIZE 










| ; 
i § PATTERN M-841—GOLD OR SILVER—$4.50 doz. pr. 
Cut Steel Designs uckles 
4 The infinite care revealed in the artistic cutting of this and Shell B 
i] Pat M-773—Oval  .....250000- $4.50 doz. pr. other new patterns proves them worthy a place on the finest STYLISH AND ATTRACTIVE 
eo Pat. M-731—Square ........... $4.50 doz. pr. footwear. Pat. M-899—Silver on jet... .$4.50 doz. pr. 
: Other steels, cut and pressed $6.00 to $30.00 NOTE—Any orders sent in on these advertised buckles from pre- Other styles and finishes. Pearl on black and 
doz. pr. vious ad are being billed at prices listed herein. brown. $4.50 per doz. pr. 
Popular Assortment of Fancy Metal Buckles at $4.50 doz. pair. 
Fillers 
s Plain fillers, leather, satin, velvet supplied with all buckles 
Victory Buckle Attacher ordered. Specify wanted ‘kind. Extra ‘fillers, any mate: 
or rial, in ——large, cents . pr.; medium, 
For all above types of buckles.......... $1.75 doz, pr. cents doz. pr. Puffed fillers, satin, velvet, patent $1.00 
loz. pr. 






W. K. CHANDLER, Inc. 125 Summer St. BOSTON, MASS. 
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VICTORY BUCKLE HOLDER 


A new way of attaching buckles to pumps has been made possible by a patented holder which is detachable 
from the buckle, also the pump, by a single twist. It is no longer necessary to keep buckle permanently attached, 
thereby allowing use of pump plain when desired for street wear. It has no equal, as the buckle can be worn 
upright of flat on the pump. 

Many retailers use them for window display as the fact that they do not mar the pump and can be changed 
so easily, and show off the effect of pump 
PATENTED 2nd buckle so beautifully, finds many 
window trimmers who cannot do without 
them. 





















Every opera pump customer is a prospect 
for a pair of buckles; with this holder 
buckle can be attached instantly, making 
many extra buckle sales. 


Jobbers Write for Prices 


HOCOER 
BEADED 












FLEMING & KEEVERS CO,, Inc. 


Manufacturers of 


VICTORY DETACHABLE BUCKLE HOLDERS 
a NORTHAMPTON, MASS. ~ 














. 
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Infringers of this 
patent will be 
prosecuted. 










NG HOL 
TO BUCKLE 
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CINANNATI 


OF AMERICA 








Dwell on this fact, hi 


Rarely if ever will you find a 
prominent successful merchant 
who does not handle one or 
more lines of Cincinnati shoes 


season after season. 


THE CAHILL SHOE CO. THE STANLEY DUTTEN- THE VAL DUTTENHOFER 
HOFER SHOE. CO. SONS CO. 
THE HOLTERS CO. THE KRIPPENDORF-DITT- 
THE MANN CO. 
THE JULIAN & KOKENGE CO. 


CHARLES MEIS SHOE CO. THE ROTH SHOE MFG. CO. VOLLMAN-LAWRENCE Co. 





























THE GENEVA 


All black suede welt. 13 last stat wood 
covered Cuban heel. Made in _ all 
leathers. 


STANLEY 
DUTTENHOFER SHOES 


are 
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i Buy smart shoes for your smart 
| _trade—increase profits 


Buyers of high-grade fashionable shoes, 
who are constantly reflecting the demands 
of America’s stylish women, are finding 
a wealth of satisfaction in their selections 
from our new Fall lines. 


Stanley Duttenhofer’s shoes are created 
particularly for your smart trade. Their 
correctness of style, backed by a fine qual- 
ity of material and workmanship, has set 


a new high record of salability. 


Buy these shoes this Fall and you will 
swell your profits. Stanley Duttenhofer 
Shoe Co:, 1401 Plum St., Cincinnati, Ohio. 


We have an interesting folder of ‘‘in stock’’ 
shoes ready to mail upon request. 
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Operating 16 Stores in Greater 34 

New York Writes: — EG ae 
“ . . . Pi = = vomn 
We handle Cincinnati shoes and have ~~, —— 
handled them for more than 25 years. P< 
Our experience with them has been Race zirat <_< 
very satisfactory.” Cuneta Omets » “ty Piy, amen aad 

cnpeinoes: hoe Nery, 
es ae 


Ve 
Akesy "Fis bias 


ERCHANTS everywhere have been using Cin- 

cinnati shoes with satisfaction and profit for 

more than a quarter of acentury. Like I. Blyn & Sons, 

Inc., they report that their experience has been “very 
satisfactory.” 


HOE retailers will do well to investigate and follow 
the footsteps of these business leaders who over a 
term of a great many years have built successfully with 


Cincinnati Shoes. 





Mr. Merchant: 


If your experience with Cincinnati 
shoes has been interesting write 
us. Address Cincinnati Market 
Headquarters, 304 Provident Bank 
Bidg., Cincinnati, Ohio. 
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SI pals of the com- 
mercial sea — Ex- 
treme styles — are 
the hazards of the 
shoe business and 
like the shoals of the 
sea, are dangerous 
to the safety of the 
business ship. 























This is one of a series of ad- 








Somes of the shoe “merchant today. 
: i 





PN 
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* The business ship is running in shallow water indeed 
when its good will is no deeper than the passing 
fancy for changing styles. 


- _§tyle is essential; but style alone will not build lasting 
~.»friendships.. 


J & K Arch Fitting shoes comprise a long line of 
smart patterns—refined, genteel styles, but they also 
embody additional features of fitting excellence and 
comfort qualities that women appreciate. 








Besides, the women of every community know about 
J & K shoes—there is a ready acceptance for the 
J & K trademark everywhere. J & K shoes sell fast 
and make friends too. 


When you take on the J & K selling franchise for 
your community, you have immediately set out on a 
successful and profitable business journey. If you 
are ambitious for a bigger business and a safe, sub- 
stantial business, get your ticket on the J & K line— 
that will take you where you want to go—take you 
without risk—without delay. Write us. 











Makers of the famous ‘') & K"’ Arch Fitting Shoes for Women 
E..Fourth Street, Cincinnati, Ohio 





i} 
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Pumps have been talked about for years! 


However! It took a new last with snug side fit- 

ting features to make possible a universal making 

and merchandising of fine Pumps. Inevitably . . er e 
beautiful buckles are needed to complete the catch. Min et Sie siiesessa | gpa 
“‘Cahill’s Catchy Creations” are ahead of the style Beautifully designed in materials of patent, 
clock, showing a long line of sparkling buckle on ener alt Salita lasses 


pumps salable in the latest materials. a 16/8 spike heel. 


THE CAHILL SHOE CO. 


CINCINNATI 
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THE D’ORSAY 


Satin In 


Step . This 
attractive in Paten 





THE MODE STRAP 
Patent Leather Parisian 
signed for street wear. 
in Satin as well. 








THE QUALITY SHOE 


BOOT AND SHOE RECORDER 






















DEPENDABLE 
Styles 


Aid You in Getting a Faster, 
Cleaner Turnover 


K D Styles are carefully selected for the 
requirements of alert shoe stores which 
depend upon building a safe business on 
fit, foot adornment, and quality. 


Study the beauty and salability of the pat- 
terns shown here—compare them with the 
needs of your store and the tastes of your 
customers, and then tell us your require- 
ments. 


ttern is also 
Leather. 


The Krippendorf-Dittmann Co. 
Cincinnati, Ohio 


Style Quality Service 


THE BELPRE 
“Archopedic’ model. RB 
for delivery from stock in 


One Strap de- 
and Patent Leather about 
ber 20th. 


Very charming 





MARKET OF AMERICA 
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We have a variety of 
Balloon patterns on 
14/8 and 18/8 heels. 
Have you seen our 
Balloon Opera Pump? 








Patent Grecian 
Style Nov 789 


er ae 











iS, 











BALLOONS 


Collegiates and Flappers are “running wild” in 
these new Balloons, full of Pep, Dash and Style. 
They fit like a debutante at the Junior Prom; 
they turn over like a quarter in a college town; 
they repeat like a Date with a Sorority Sister. 
They’re sure-fire, snappy, up to the minute Style. 
For the Younger Element Trade. 


The Shoes they are all talking about— 
V ollman-Lawrence Balloris, on lasts that fit 


THE VOLLMAN LAWRENCE CO. 


CINCINNATI > 
“THE HOUSE OF WHITE SATIN SHOES” 














_—- 


—_—_—x 
oOo 00-00 


————_ 



































THE QUALITY SHOE 
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SHOE 


__~—.| In 90 Days— 


54 
SOMBINATION " PROTEX ARCH, 13/8 leather 
reel, rubber top lift, Price $4. 66 Net 30 days. 
No, 55—All patent leather strap COMBINATION 


PROTEX ARCH, 13/8 leather heel, rubber top . 
Mitt, — $4.60 Net 30 days. 
Black satin strap COMBINATION 

PROTEX ARCH, 13/8 wood covered heel, 

~ Price $4.75 Net 30 days. P 

The. 
eZ = 0 
OE AO 

56—All patent four-strap COMBINATION 
PROTEX ARCH, with 13/8 leather heel, rubber 
top lift, Price $4.60 Net 30 days, 


No . 57—(Illustreted)—Black kid four-strap 
COMBINATION PROTEX ARCH, with 13/8 
eather heel, rubber top lift, Price $4.60 Net 

’ 30 days. a f 


Within a 90 day period, fifty shoe-merchants: in 
Chicago alone sent in reorders for the Protex Arch 
Shoe. And new dealers for this shoe™“are being 
added, from all parts of the country, at the rate of 











eorwe ¢€ 























150 a month. 
Some record, isn't it? Yet when you consider the 
No, 58—(IMustrated)—All patent leather three- merits of the Protex Arch Shoe, there is nothing 
strap COMBINATION PROTEX ARCH, 13/8 Se" ° . . . 
leather ‘heel, rubber top lift, Price $4.60 Net surprising about the enthusiastic reception which 
No osetia kid three-strgp  COMBINA- it is receiving everywhere. Here are its four big 
f "rice .60 N days . e 
ber top lift, Pri $4.60 Net 30 days. selling advantages : 
First— __ it is stylish; the Holters name guarantees 
that. 





Second—-it is made over a combination last. 
Third—- it is built with a scientific arch-support, 

insuring foot-comfort to its wearer. 
Fourth—it is low in price. 






If you are interested in a shoe that offers quick 


No, 60—(Mlustrated)—All patent leather two- 










iC, “13/8 “Teather heel, rubber’ tp Mtl. Price turnover and a good ‘markup; if you want a shoe 
£4.60 e days. . ° 

NO. 61a! Black Kid two-strap and cut-out that will make new friends and new profits, then 
COMBINATION PROTEX ARCH, 13/8 leather i 

heel, rubber top lift, Price $4.60 Net 30 days. write us today about the Protex Arch Shoe. 







eel In Stock for Quick Delivery 













THE HOLTERS COMPANY 


Branch of the United States Shoe Company 


Sixth and Sycamore Sts., Cincinnati, Ohio 








pS et gg ag to ; six-eyelet 

‘O) NA N PROTE ARC ace oxford, s ° ; ; . 
13/8 leather heel, rubber top lift, Price $4.40 Chicago Office: Minneapolis Office: 
re a. . : . 

No... 53=-Brown kid six-eyelet | COMBINATION 210 Security Building 723 Boston Block 






PROTEX ARCH lace oxford, 13/8 leather heel, 
rubber top lift, Price $4.60 et 30 days. 


a 
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Taking off the “Last Car” 
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....with The Flexridge Shoe 


N they told little Johnny that 

\X/ it was to the last car on the train 
that most accidents happened, he 
suggested that they take the last car off. 


Unfortunately, 
that can't be 
done with trains. 
But with shoes, 
it’s quite possi- 
ble. Like every 
shoe merchant, 
some seasons 
you find your- 
self left with a 
“last dozen” 
pairs of shoes that you can dispose of only 
by cutting the price. Now if you could 
sell every pair of shoes at their original 
price—you d be “taking the last car off.”’ 


And that is just what The Flexridge Shoe 
enables you to do. At present, you are 
probably carrying complete lines in two 
types of shoes—rigid shank shoes and 
flexible shank shoes. Now, in The Flex- 
ridge Shoe, we offer you a shoe that will 
satisfy the woman who wants a flexible 


THE FLEXRIDgE 


SHOE 


The Newcastle 





No. §-2791—Black satin two- 

button model, made over No. 

287 last, 14/8 Spanish wood heel, 

welt sole. In Stock.September 15. 
Price $6.00 


In patent colt, it is stock No. 8- 
2790. Price $6.00 


‘Hlerible where you want it... 
Rigid where you need it” 





shank shoe and the woman who wants a 
rigid shank shoe. 

For the arch-support in this shoe extends => 
only to a point just beneath the scaphoid i 
bone—the keystone to the arch of the 


foot — where 
rigid support is 
necessary. And 
because the 
arch-support 





does stop short 
at this one vital 
point, the rest of Be, # 20de,-Patsat colt ae 


last, 14/8 Spanish heel, welt sole. 
In Stock September 15. 


the foot is left 





free and flexible. In BER ged pel No. 8- 
Support without 3004. Price $6.50 = 
binding—flexibility without fallen arches ( 
—this is the combination offered by The 
Flexridge Shoe. 


With this shoe, you can carry one com- 
plete line instead of two—you can cut 
down your stocks, yet keep every patron 
pleased and satisfied. Instead of having a 

last car” left on your hands to be sold 
at sacrifice prices, you'll be sending us 
hurry up orders for additional models. 
And, too, you'll get what you order with- 
out waiting, for many styles of The Flex- 
ridge Shoe are carried ‘‘In Stock’’ for im- 
mediate delivery. _ 


Full information for the price of a stamp! 
The Val Duttenhofer Sons’ Company 


Branch of The United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 


ae. 
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No. 4447 


High-throated new Pump 
elvet with 


No. 3837 


Very neat One Strap of 
high-grade black Velvet 
with sliding ornament over 


over front goring. 15/8 button and dainty braid 
ull-breasted S ish trim. 13/8 Cuban heel with 
with Uskide tap lift. Blond fibre top lift. Blond Kid 
~, oe B, 3%4/8; C, lined. B, 8%4/8; C, 3/8. 
$3.50 $3.25 
No. 4316 om 


Popular Velvet Pumps 


No. 4449—Plain Step-In Pump of rich black 
Velvet —~ 16/8 full-breasted Spanish heel, 


fibre 
ae to 8. 


fied and fine —s 


top 
slipper. Light Gray Kid lined. B, 3% 
Price 


o, 4440 Same bs 10/8 Military heel. B24 
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15/8 Spanish heel. 


A336 


No. 4336 


Fashionable Step-In Pump 
of black Velvet with a 
pretty ornament set with 
brilliant imt. jewels. 13/8 
Cuban heel. White Kid 
lined. C width in sizes 3 
to 8. 


$2.75 


Black Velvet Pump—same style as No. 4336 


C, sizes 3 to 8 


No. 4517 


Classy black Velvet One 
Strap with attractive gimp 
stitching as shown. 13/8 
Cuban heel with light color 
cloth lining. A shoe you 
can feature at a low price. 
C width, sizes 3 to 8. 


$2.40 


$2.75 


se a ag me One Strap Pattern: of 


vety b 
heel with Wingfoot 


outs as shown and 15/8 full-b 


lack Suede-Calf. 


Has neat side cut- 
Spanish 
Genuine Kid 


top lift. 
lined. A, 4/8; B, 3446/8; C, 8/8. Price. .$3.85 


Look to CMSC for whatever is wanted! 





THE QUALITY SHOE %& 
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Real Trade Buildérs 


. Women’s patent ‘leather three-strap 

Refined black satin one-strap pump, button slipper, circular quarter over 

side cut-outs and strap: quarter effect, vamp, medium round toe, 15/8 covered 

full 16/8 covered spike heel. Julian heel. The Stanley Duttenhofer Shoe 
& Kokenge Co., Cincinnati Co., Cincinnati 


The “Hollywood,” a three button model 

in patent colt or glazed kid. 14/8 

Spanish heel, welt sole. Val Dutten- 
‘ hofer Sons Co., Cincinnati 


The “Mirecourt”—Regent pump in pat- 

ent leather, built over an exclusively . The “Julia”’—A satin step-in with 

pump last with the trim simplicity of gimp stitch panel. Also made with 

the most aristocratic. The Holters side goring. The Krippendorf-Ditt- 
Company, Cincinnati . mann Co., Cincinnati 
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Patterns That Sell 


Women’s novelty pattern in patent 

leather with “Marigold” underlay 

The “Katherine,” a black velvet one- vamp, 16/8 full-breasted spike heel, 

strap pump, inlaid with iridescent pat- an imitation turn with blonde kid 

ent leather, clock designs, spike - heel. lining. The Charles Meis Shoe Co., 
The Cahill Shoe Co., Cincinnati, O. Cincinnati 


Women’s step-in Russia calf pump, 

gored throat covered by brown buckle Patent Pompon Opera—a dainty piece 

with lizard insert, lizard trimmed of footwear. Made also in black satin, 

collar and vamp, 14/8 covered heel. white satin and black velvet. The 
Roth Shoe Mfg. Co., Cincinnati Vollman-Lawrence Co., Cincinnati 








THE QUALITY SHOE MARKET OF AMERICA 
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BAND GRIP 
BAND GRIP 


BAND GRIP 


(Patented Shoe) 





The biggest name in shoedom today. Built on a 
unique, radically different—yet sane and sound— 
ARCH CORRECTIVE PRINCIPLE. The clever- 
ness of the idea is a magnet in drawing “prospects,” 
and the surpassing merits of the shoe close the sale. 


The sides, as well as the bottom of the arch, re- 
ceive comforting support. 


The “Band Grip.” 
shown in_ this 
“ghost sketch” 
is of course, in- 
visible. 











ff A beautiful Dixie Tie 
with the “Band Grip” 
built in. 














Ask Us About the Band Grip Idea 
on the B. W. Last 


And How It Can Be Incorporated in All Oxfords 


She ROTH SHOE”. 


- CINCI 


Makers of B. W. and May Manton Shoes 





THE QUALITY SHOE 


When writing to advertisers please mention Boor anv SHOE ReEcoRDER 





September 26, 1925 BOOT AND SHOE RECORDER 119 


I fi ON A TL At id d 


The “American Girl” 
“Arch Support Shoe 


THE SENSATION®OF THE YEAR— 
Fes 


ae 
The highest grade shoe in the country 
made to retail at $5.00 and $6.00. 

ae 


STYLE 3707 


All glazed shoes are made of Vici Kid ti pa welt. 13/8 heel with rub- 
oy = fiesta last. Patent colt, black 


and are so identified. viel kid wn ki 


3 ‘g? 
° Aes 
_All shoes carry Steinbrecker X-Ray - 
Arch Support Shanks constructed for 
our special bottoms. 
4. 
Special Right and Left counters that 


hug the ankle. The OXFORD with 12/8 heel, rubber top lift, ---n- 


bination last. Brown kid, black vici kid -nd 
patent colt. 


5. 


Combination Lasts and perfect fitting 
patterns. 





The SAM B. WOLE SONS CO.) aie zetge rnin emphasters the snzctal fo 


forepart and outside shank are a very light bleach 
the more striking by the contrast of the 


CINCINNATI best outside shank. 








THE QUALITY SHOE “Ga 
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7 OUR own experience must tell you that 
nothing else than quality could account for 

the great popularity of Goodyear Wingfoot 
Heels. That quality—the very highest known 
to Goodyear manufacture—is why more people 
walk on Goodyear Rubber Heels than on any 
other kind. It is why they prefer shoes made 
with Goodyear Wingfoot Heels. Itisthe quality 
behind this Goodyear Wingfoot guarantee! 


GOODYEAR WINGFOOT HEELS 
are guaranteed to outwear any other heels 
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in recent years. 
Speeding Up Turn-Over 


Havounarnarst Pyvanec 


wea seas W 
hen your shelves get clogged with slow moving 


AND SPORTIN' 


items call on your show windows to help move them 


Boston, MASS. way 15, 1925. 


You can speed u 
ou ; , 
merchandise in P your turtvover by displaying your 


Tue Kawneer Company 
Boston, Mase 


Gentlemen: 
Ye consider the installation 
¢ our new Kawneer Store Front one of 
the best expansion moves we have made 
t aw >, 7, 
/ @ 2 r 


in recent years 
ive front has been 
our 
LID COPPER 


This attract 

the means of increasing 4 

sll departments ani has proven & v 

able asset to our Dusiness i: 
Yours very truly. 


Let us send you this Th 
e 
KAWNEER 


book suggesting a store 
front for your particular Company 
line of business—IT IS 2913 N. Front St. 
FREE. Niles, Mich. 
Send me “Suggestions 
for Your Store”. 


NAME... 


ADDRESS 





emisiseion ta. SoA oe 





MEMES Ms 








Changing the Store Building Style of the Nation 


The first hollow metal copper store front 
ever made was produced and installed in 
1905 by Kawneer for the F. Johnson 
Company, Holdrege, Nebr. This front, 
shown above, still serves and endures. 


In twenty short years, KAWNEER has 
produced and installed more than 260,000 
store fronts for merchants in this and other 


ines: 
read 


countries. These merchants tell us the in- 
creased earnings from Kawneer designed 
show windows pay for their cost in a com 
paratively short time. 


Whether you rent or own your store 
let us tell you how you can increase your 
profits with a Kawneer Solid Copper Store 
Front. 


wie 


yRE Ff ROA 
AY 


See KAWNEER 
Store Front 
illustrated on 


preceding page 





Over a quarter 
of a million in 
twenty years 
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ur 
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ITH the coming of a new 
season, Nature puts on new 


dress 


Mr. and Mrs. Public and Family 


are exhorted to do likewise. 


Very likely You, Mr. Shoe Mer- 
chant, do your share of the exhorting. 
Naturally, you want to “sell” them 
the “dress-up” idea. That’s good ad- 


vertising. 

But remember this—ad- 
vertising, like charity, be- 
gins at home. 

The people to whom dress- 
iness appeals are most 
readily attracted to the 
dressy store. 

If you have not already 
changed the “atmosphere” 
of your ads, your windows 
and your store interior from 
Summer to Fall, now is the 
time to do it. In the win- 
dows your Summer displays 
were likely enhanced by 
some decorative touches in 
cool colors. In a showing of 
Fall shoes these should give 
way to warm colors. 

Sometimes the addition of 
an ornamental lamp will 
add warmth to a window 
display—and if there is a 
dark corner it makes that 
cheery. Decorations of ar- 
tificial Summer flowers are 
now passe. 


HE decorations for Fall 

need not be profuse. 
Rather let them be few and 
good. The catalogs of the 
artificial flower houses afford 
a wide selection of units 
suited to every type of win- 
dow and display. 

Window backs may often 
be effectively changed in 
appearance without making 
much change. A panel here 
and there may be covered 
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SHOE STORE SERVICE SECTION | 


Devoted to F indings, Fixtures and the Proper Display of Merchandise 









with tapestry or some other suitable 
material. A few deft touches by a 
good display man and the window 
takes on a new aspect—a new allure- 
ment for the passerby. The same 
principle applies to the inside of the 
store. In Summer it should look 
airy and cool. In Fall its atmosphere 
should be warm and soft, expressive : 


Recorder Merchandising 

Calendar for October 
Oct. 1-3 - 
Now is the time for a sales conference. 
Look up record for October, 1922. Determine 
what gain you should reasonably expect this 
month. A good heart to heart talk will help 
a lot. Explain fully your plans for the fall 
selling season. Show a spirit of cooperation 
and confess your confidence in the sales force. 
Explain merits of various lines—their why’s 
and wherefore’s. 


Oct. 5-10 


The time’ to display football, basketball and 
bowling shoes. Hiking boots for men and 
women. Take advantage of fall sports 
season and sell merchandise suitable for ex- 
clusive outdoor wear. This is your chance 
to sell that extra pair and not conflict with 
your regular sales. Don’t overlook it. 


Oct. 12-17 


Stage a hosiery week. Let stockings have the 
principal display space for once. Show them 
in groups and show individual pairs in con- 
junction with the individual shoes to which 
they are best suited. Remember a pair of 
hose needs a pair of shoes. 


Oct. 19.24 


Make up a harvest window. Cornstalks and 
pumpkins. The fruit of the field and the 
orchard. An opportunity to use Nature 
itself to help you sell shoes. A prosperity 
window. Make it prosperous to you. 


Oct. 26-31 


Hallowe’en! Just a step from: the harvest 
window to the spooky witch riding the 
brooms. Might use last week’s trim with 
eet ag change to conform to Hallowe’en 
sp: 









Show especially children’s shoes. | 


Your Customers Won't Dress Up 
Unless You Do — 


of “class” and comfort. 

And so it is with the advertising. 
The technique of the drawings and 
the typographical arrangement can 
be attuned to the season, while of 
course the pictures themselves can 
be made 
Winter. ~ 

Yes, we want our customers to 















































‘had to use his 





to suggest Autumn or 


dress up, and it. pays to set 
them the right example. 


‘When to Throw Old 
Shoes Away 


The tread is of big im- 
portance, whether the shoe 
be for the human foot or 
the automobile wheel. Every- 
body knows the familiar! 
story that if the automobile 
shoe can no longer be in- 
flated. to proper compression 
it is time to throw it away 
and get a new one. The; 
same fact applies to shoes’ 
for the human foot. If the 
tread of the shoe is not suffi- 
ciently firm and of proper 
shape, or is worn soft, 
spongy or thin, it no longer: 
serves for the proper pro- 
tection of the body, and the 
shoes should be thrown away 
and replaced with new ones. 
That is what makes the shoe 
business go. And the anato- 
my of the human body is 
quite as important as the 





_-mechanism of an automobile: 


to most everybody who has 
two feet. 


Adverse Odds 


Every one of Napoleon’s 
winning battles was fought 
in the fa¢e of foes who much 
outnumbered his forces. He 
brains to 
handicap. - 





make up the 
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Arthur Wallace 
Shoe Store, Boston 


merican Interlocking 
Shoe Store Chairs <where the 


appointments of a store are all carefully planned to 
appeal to a discriminating class of trade—where the 
seating is selected with a keen eye to beauty—the 
choice usually fallson AMERICAN INTERLOCK- 
ING SHOE STORE CHAIRS. This is logical, be- 
cause of the wide range of selection with regard to 
design and finish. 


Also their original good appearance has a remarkably 
long life because of their sturdy construction. 


Write for ‘The Shoe Store Beautiful 





a. MZ ~~ 





























] American Seating Company 


General Offices: CHICAGO, 1016 Lytton Bldg. 


NEW YORK PHILADELPHIA BOSTON 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. Room 302, 69 Canal St. 
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New store front of Bowman Bros., Kewanee, Ill., said to be the first west of Chicago with imported 


Anaglypta window background 


Fifth Avenue Front Makes Good 


in Small Town 


Main Street there is a more 

marked difference in stores 
than in merchandise. But this store, 
in a moderate sized town, believes in 
“putting on the front.” 

In the conviction that it pays to 
present styles in a high class setting, 
Bowman Bros. of Kewanee, IIl., 
have had installed in their new store 
the handsome front shown above. It 
is claimed that these windows are 
the first west of Chicago to have the 
attractive Anaglypta background, 
imported from Scotland. Tile floor 
and tile sides are laid in: the en- 
trance. 


Burs Fifth Avenue and 


Bowman Bros. make it a point ngt 
to overlook anything that might 
make a good impression on their 
public. They are the firm mentioned 
in the Aug. 29 issue of the Boor 
AND ‘SHOE RECORDER in connection 
with “Getting News and Using 
it for Effective Publicity.” They 
know how to break into the news 
columns of their local paper, giving 
style news or anything that might 
have news value and reflect credit on 
the store. 

An unusual feature of Bowman 
Bros. new store is a separate bar- 
gain room in the rear. The front 
salesroom, shown below, has plenty 


Interior of Bowman Bros. store, Kewanee, Ill. In the rear of this sales- 
room is the Bargain Department, to which a separate room is devoted. 


of aisle space. There is a floor mir- 
ror for each fitting stool. There are 
large full length mirrors on each 
side of the store. About twenty 
pairs of shoes are displayed in the 
showcase and on the tables down the 
center of the store. 

The finish of the fixtures through- 
out is mahogany. 

Under the windows in the rear 
are natural ferns and vines planted 
in a flower box. The vines will be 
trained over lattice and kept 
trimmed. Artistic table lamps add 
another touch of cheeriness to the 
interior. 


Here’s an Unbreakable 


Electric Sign 

A recently patented type of elec- 
tric sign for stores and for manv- 
facturers’ window displays has 
luminous letters of unbreakable 
glass and is claimed to be practically 
indestructible. This sign affords the 
same possibilities of design as the 
popular Opalume sign. Both the 
day and night effects are generally 
considered very attractive. It is 
made by the Opalume Sign System 
of Battle Creek, Mich., and is called 
No-BRAK-uM. 

J.B. Antrim, who for many years 
was salesman for the Selby Shoe Co. 
in the central southern states, is 
presenting this sign to the trade. 
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“TIP TOP” SHOE GROUP— 


PRICE COMPLETE, $74.50 


Consists of 14 shoe stands, assorted heights. 2 tabourettes, 12”; 1 tabourette 18”, and 4 heel rests. 
Circassian Walnut, Ameriean Walnut or any other finish. 
This set is a wonderful value. Our catalog No. 22 shows a large and strictly up to date line. Ask for it. 


FOR WROUGHT METAL FIXTURES WRITE FOR CATALOG W.I. SEE CUT BELOW. 





OUR CELEBRATED GLASS FIXTURES 
HIGHLY INTERCHANGEABLE 








You know about them—we have told you about them for years—Internationally famous. 
FOR GLASS FIXTURES REQUEST CATALOG 18 


WRITE FOR SAMPLES “IN STOCK” WINDOW VALANCES, PLUSHES AND OUR 
LIGHT WEIGHT, SUN FAST U-6o DRAPING MATERIAL. 


Quality—Service—Courtesy 
Visit Our Chicago or New York Show Room 


* 


wn mewme | THE HECHT FIXTURE Co. 


16 West 31st St. DEPT. 12 
Between Broadway and Sth ie Medinah Building, Wells St. and Jackson Blvd., Chicago, til. 
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sixty Million People 


buy their footwear and findings in the Boot and 
Shoe Recorder Market. Boot and Shoe Re- 
corder subscribers serve this tremendous pa- 
tronage. 





When. you acquaint these merchants with the 
facts about your goods, your service, you are 
talking to the local representatives everywhere 
of sixty million American citizens, consumers of 
somebody’s shoes, somebody’s rubbers, some- 
body’s leather, somebody’s fabrics, somebody's 
shoe store accessories. 





In very truth, advertising to the Boot and Shoe 
Recorder Market is the strongest advertising 
to the public, because these merchants influence 
their respective publics in the surest possible 
way—face to face. 


€ 





Boot and Shoe Recorder Publishing Co. 


207 South Street, Boston, Mass. 
Chicago Cincinnati New York Philadelphia Rochester St. Louis 
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‘Show Windows 
that Sell Shoes! 





A DISTINCTLY INDIVIDUAL SERVICE 


FROM THE BOOT AND SHOE RECORDER’S OWN STUDIOS 


SEND IN THE COUPON 


What the Service Consists of 


With your order: Eight hancsome display mat frames with your store name 





COUPON 





Recorder Show Card Service, 
Room 607, 189 West Madison St., 
Chicago, Ill. 


Please enter our order for the 
RBECORDPR SHOW CARD SERVICE 
for one year from this date. We agree 
to pay you $4.00 per month for this 
service. 


We carry Men’s Women’s and Chil- 
dren’s Shoes and Hosiery. 


(Cross out lines not carried) 


We prefer the (Blue) (Green) Mat 
board frames. 


Letter ovr name on the mata as 
copy attached to this coupon. 











hand lettered. Four large 8” x14” and four small 6” x 12”. You have a choice 
of two colors—blue or green. A generous assortment of blank price tickets 
to match tae cards. Also special pen holder with pens and ink with instruc- 
tions on lettering price tickets. 


Every month: Sixteen hand designed card in- 
serts to slip into the mat board frames and easels OO 
with a generous supply of price tickets to match & 


the cards with complete instructions as to the best 
ways to get the most benefit from the service- 
selling helps, etc. 

All for 


The Recorder Show Card Service 


Room 607, 189 West Madison Street 
CHICAGO ee oo ee ee 


PER MONTH 


ILLINOIS 
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Fig. 1—Garlands of autumn leaves, with fruits or flowers, pleasingly 
symbolize the season. Harvest specimens also are very effective 


Windows Which Make Good 


Trade Even Better 














The Shoe of 


the Hour 























Fig. 2—A display “stunt” for 

spotlighting one style. A circular 

opening is cut in a wallboard 
. Colored side drapes = — 

panel is set a little forward from 
the back of the window. 





USINESS is usually good in 
B October, but the retail shoe 

merchant can make it brisker 
by careful planning of his sale 
events, and by putting more seasonal 
characteristics into his window dis- 
plays. The whole business of the 
balance of the year rests largely 
upon the sales efforts made during 
this month. Advertising is cumu- 
lative in effect and continues to 
prove resultful as long as effort 
keeps it alive. 

There are two buying motives 
that are prominent this month. One 
(as in September) is STYLE. The 
other (which is a necessary corol- 
lary of the weather) is UTILITY. 
If the shoe merchant points out the 
style value and the utility value of 
his wares he will find the public 
responsive in buying. 

October is the harvest month of 
the year and the harvest atmosphere 
should be prominent in window dec- 
orations. Fall festivals should pre- 
vail in the store as well as elsewhere. 
For this reason it is profitable to 
indicate the harvest concept in the 
window displays. These are the true 
symbols of fall, and when the sym- 
bols of a season are made prominent, 




















Fig. 3—Featuring several shoes 

together. This “Tree of Ripe 

Styles” is a suggestion for giving 

prominence to about a dozen 

styles. A small tree or bough 

may be used, with artificial 
leaves. 
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Attractive Shoe Stores Invite Trade 


Like individuals, Shoe stores have 
“personality”. Their appearance and con- 
duct govern their associations and success 


to a marked degree. 


Customers like to shop in stores 
that are attractive and inviting; they like 
the modern spirit of progressiveness and 
naturally associate shoes with the manner 
in which they are handled. . 


As the reputation for good service 
spreads, the customer list continues to grow, 
insuring a steady increase in the sales volume 
and future store growth. 


New Way equipment will quickly 
modernize your store according to present day 
standards. A comprehensive line of store 
equipment awaits your selection—from the 
finest obtainable to the lowest in price that’s good. 


Descriptive literature and prices upon request. 


GRAND RAPIDS SHOW 


CASE COMPANY 


World’s Largest Designers and Manufacturers of Quality Store Equipment 


FACTORIES: GRAND RAPIDS, MICH. - 
BRANCH OFFICES IN MOST PRINCIPAL CITIES 


PORTLAND, ORE, < 


NEW YORK, N. Y. 
CONSULT TELEPHONE DIRECTORY 
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Fig. 4—This type of wallboard setting is well suited to a fall display. This 
A 


wall pocket and lanterns can be bought from any arti, 


flower house. 


scenic decoration for the top panel is obtainable from the same source or 
from a wall paper 


everything takes upon itself: the 
atmosphere of the season. 

If the merchant will place his fall 
styles in a display setting similar to 
that illustrated in Fig. 1 he will find 
the public much more interested in 
them than if none of the symbols of 
fall is present. Garlands of fall 
leaves, with fruits or flowers, may 
be purchased from the artificial 
flower houses for as little as $5 and 
as these have a spread of approxi- 
mately five feet, with pendants about 
two feet in length, the decoration is 
very showy and attractive. If the 
merchant does not wish to go to this 
expense he can take a trip into the 
country and gather branches of oak 
and maple foliage, bitter sweet and 
other attractive plants and make his 
own garlands. These do not stand 
up for very long as the heat of the 
window soon withers the leaves, but 
even so, the effect, while it lasts, is 
well worth the time and trouble 
necessary to procure the foliage and 
to install it. 

Fall leaves that are frosted into a 
blaze of red, orange and brown may 
be spread over the entire floor of the 
window and with the garland in the 
background make a very attractive 
window. This has the advantage of 
being different from the ordinary 
display and that is one of the things 
that make a window display attrac- 
tive. Even a few brightly colored 
leaves introduced into the decora- 
tions have a good effect in securing 





the fall atmosphere in the shoe dis- 
play. 

The introduction of harvest speci- 
mens into the shoe display has a 
similar effect. They get the attention 
of the public because of the unusual- 
ness of the decoration. The timeli- 
ness of their inclusion is recognized 
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by the public, and the shoe merchant 
is given credit for being progressive 
and up-to-date. 

Every shoe merchant should strive 
to impress upon his community that 
the styles offered are of the latest 
and most desirable to be had. This 
is hardly to be done by merely dis- 


_ playing them in numbers in his win- 


dow without additional decorations 
or effects that will bring out this 
point. As a matter-of fact the usual 
sin of the shoe merchant is that he 
gives the people too many styles at 
one time to choose from. If he made 
it a point to introduce new styles 
more frequently instead of offering 
them all at once it might prove more 
to his advantage. 

“The Shoe of the Hour” might be 
given more prominence by a little 
display stunt that is illustrated in 
Fig. 2. A wall board panel has a 
circular opening cut out and drapes 
arranged at the back so that the 
opening may be closed and opened 
at will. The panel is to be set out 
from the back of the window a 
sufficient distance to permit the use 
of a display stand, upon which is to 
be posed the “shoe of the hour.” 
The shoe merchant can emphasize 
any style he wishes in this way, and 
can change the style from day to day 
if he wishes. The styles displayed 
in this way should be the outstand- 
ing styles of the season. As this 
display of the shoe of the hour is 
raised above the rest of the display 
it does not interfere with the regu- 
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Fig. 6—For a Hallowe’en trim the setting - ‘may be somewhat spectacular. 
wee bats, moon, etc., can be bought in paper form from favor or 
rtificial flower houses. Real pumpkins and corn can be used 
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REPCO STRETCHERS~ 


Standard Equipment 
In Every Good Shoe Store 


= COMPLETE stock of Repco 
STRETCHERS is a distinét asset 
to every shoe store. To have 
= all sizes of stretchers is al- 
most as essential as a full run of sizes of 





a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 


Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STRETCHERS are carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearest 
Finpincs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
f__ 
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lar arrangement of the footwear on 
the floor of the window. 

The shoe merchant can create a 
sensation in his community by hav- 
ing a tree in his window from which 
are suspended the ripe styles of the 
season. There are several ways in 
which the tree may be represented. 
One way would be to secure a small 
tree and erect it in his window. A 
few artificial leaves may be attached 
to give it the appearance of life. 
Then from the branches he can sus- 
pend his fall styles. Another way 
would be to have a wallboard cut- 
out similar to the artistic display 
trees that can be bought from dis- 
play decorative firms, or that can be 
painted and cut out by the local sign 
painter. The latter type of tree is 
illustrated in Fig. 3. As this can be 
set in the back of the window it 
does not interfere with the regular 
display of footwear. There are many 
catchy phrases he can use in calling 
attention to the style tree, one of 
which is illustrated in Card No. 1. 
The card “A Harvest of Bright 
Autumn Footwear Styles Ready for 
Picking,” may also be used effec- 
tively in the style display when the 
tree is not introduced. The border 
of this card is in keeping with the 
text, adding its quota of atmosphere 
to the display. 

Another effective fall setting is 
illustrated in Fig. 4. The wall 
pocket filled with fruit is suggestive 
of the fall season. These wall pock- 
ets are offered by artificial flower 
firms. But, here again, the merchant 
may exercise his ingenuity and 
make such a pocket for himself. A 
cone of cardboard may be made, 
then one side flattened so that it 
will lie flat against the panel, to 
which it is to be attached with glue. 
This will form a wall pocket to hold 
the fruits, which may be real or 
artificial. The pocket may be painted 
with metallic paints, or covered with 
gilt or silver paper before it is at- 
tached to the panel. 

A very pretty bowl for holding 





cA harvest ¢ bright 


Autunm 














Show Card No. 1—This is the 

type of card to use with a setting 

esigned to illustrate some par- 

ticular idea, gach ise Fig. 1 or 
ig. 
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Fig. 5—Sport shoes and sport 
hose should be shown together. 
They help each other. Here is 
suggested a small display unit of 
a sport oxford and a sport stock- 
ing selected for use with it 


fruits and foliage may be made of 
a wooden chopping bowl, cut in half 
so that it may be attached to the 
panel with only half of the original 
bowl showing. This is to be gilded 
or painted and filled with fruits nad 
foliage. Both halves may be used if 
the setting is arranged so that two 
panels are shown in the window at 
the same time. 

A great many shoe merchants de- 
pend upon the graduated shoe stand 
to secure height to the display, 
building the display from the front. 
of the window upward to the back. 
Tabourettes, plateaus, tables and 
other stands are also used to give 
height to the rear of the display. 


GENTLEMEN 
We invite your 
inspection of” 
our Fall Shoes 


*EXTRAWEAR and 
y - , ? 


ex 





Show Card No. 2—This style of 
show card appeals particularly 
to men. White lettering on black 
is bold, though genteel—and very 
easy to read 
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In Fig. 4 a simple plateau is illus- 
trated that the merchant can make 
for himself. The top, which should 
be three or four inches thick, may be 
built of boards, forming a box-like 
structure. This may be covered with 
paper, cloth, or other suitable ma- 
terial. The feet are formed by 
placing two by four inch scantling 
blocks of different lengths together 
and covering or painting. If this 
plateau is placed as shown in the 
illustration, a unit of display may be 
built up on it which will give ad- 
ditional height ta the display. Dis- 
play units are given more promi- 
nence when introduced in this way. 
The rest of the display is arranged 
in the usual manner on the floor of 
the window. 

The shoe merchant should not for- 
get the lesser events of the month in 
his effort to put over his style 
campaign. Local events should be 
played up for all they are worth to 
the merchant. October gives the 
merchant opportunity to present 
several of the lesser events in a way 
that will bring him publicity as well 
as business. Among these are: 

Fall Weddings. There are usually 
a number of weddings in October. 
This gives the merchant a chance 
to display his evening slippers in a 
pleasing setting. A bride’s bouquet, 
her veil, orange blossoms and other 
wedding accessories may be added to 
give interest to the display of eve- 
ning slippers. 

Fall Sports. The football season 
should give opportunity to display 
sport shoes. Indoor sport events are 
taking shape and should be noticed 
by displays of suitable sport shoes. 
Hunting footwear may be of im- 
portance in many localities. The 
merchant should lose no opportunity 
to display footwear that is in de- 
mand, even though the demand is 
limited. 

Winter weight school shoes should 
be made prominent as soon as the 
weather makes their use a necessity. 

[CONTINUED ON PAGE 139] 








Shoes 


Like these give 


distinction 


fo oner dress 




















Show Card No. 3—A show card 
lighter in effect than No. 2 and 
more suitable to women’s shoes. 
Cuts of shoes in stock can be 
taken from catalogs 
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Big Christmas Business 


Put the Christmas Spirit into 
your Customers by bringing 
them into a Christmas At- 
mosphere. 


ide to Better Window Displays” 


will show you how to make your Displays attractive 
in both your Windows and Interior 


Write for Your Free Copy Today 


THE 
645 South Wells Street 


—- 
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ADLER-JONES 













Insure More 






Shoe Sales 
with 
IDEAL 
Shoe Order by 
Novelties eae 


The IDEAL POMPON 


beautifies any shoe—especially snappy for 
pumps. Holds the pump down. 


Per 
Dos. 
Pr. 
No. 2012—(lIllustrated) Made of very fine ribbon........ 86.00 
No. 2015—(Illustrated) Made of Georgette Crepe......... 9.00 
No. 10—3-layer bows, fine ribbon.............--+ss++- 4.00 
No. 1094—-Beaded bows, nail head in center...........+-. 7.00 
No. 1012—Gold and silver edged bows............+sees5 6.00 
BUCKLES Most popular patterns in metal and 
——elluloid, with inlays and leather at- 
tachments (in ordering specify the material for inlays)... .. 8.00 
IDEAL SPATS 
in Super Quality Materials, Popular Colors 
Per. Per. 
WME 4 oh S5 gas ecdhaney $11.50 Leather trimmed Kersey $20.00 
Kersey ~.cccccseseece 16. loth ..cscoseges 30. 


For direct profits plus extra sales of shoes, 
IDEAL SHOE NOVELTIES merit prominent 
display in your store. 


IDEAL MANUFACTURING CO. 
4248 N. Crawford Ave. Chicago 








COMPANY 





DYES 


Your white or colored satin and 
brocaded shoes dyed any shade 
to match your customer’s gown 


IN 15 MINUTES 


NPA NANO NO IN@r TOM CT 


WOWONO/ 0/1) 


Complete sets of 24 bottles 
SOLD EXCLUSIVELY BY 


KOM 


KOMI) 


“‘Fashion’s First Port of Call’’ 
Marbridge Building 
34TH ST., AND BROADWAY 
New York CITY 
Importers of 


Shoe Materials and Novelties 
Buckles-Rhinestone Heels-French Mules 


BN ZAIBN TABOEN TUX TAO 


Jefferson Import Co., Inc.| 


September 26, 1925 
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Equipment 


330 


Buying 






ICICI IC I 


‘| Information 


=i 
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/ 
There are some sorts of equipment that you Si ay 
don’t buy very often. Some, in fact, that you » S 


very seldom buy. So you may net keep , ‘ 

posted on these things—who makes them, t B d Y, ss 
what they cost, what are the newest designs JI 5 OU : 
and materials. 


The Western Service Department of the Boot \ V ala Ome . 


and Shoe Recorder “keeps tabs” on all such 

matters for you. Whenever you are in Chicago you et 
are welcome at the Western office of : 
the Boot and Shoe Recorder—in the 
Security Building on the southeast corner of 
A Should we not have them we will gladly get Madison and Wells Streets. 
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IOICICICICICICIC 


3c 
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We aim to have in our files the answers to 
your buying questions. 





Jt IC I IC Ie II ae ae ore gor or or or or Ses 


IIc 
CICICIC IC 
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BROOKS 


SOFT TOE BALLETS 


Right and Left Lasts 


No. 600 
45 
Misses’, 81.40; 
Child’s $1.35. 


White Kid 
30c. extra 





TOE DANCING BALLETS 


Wom. Miss. Child's 


No. 618—Black Kid ....82.80 $2.75 $2.70 
No. 608—Pink Satin ... 3.40 3.35 3.30 


GYM SHOES 


In Black Kid 
Women’s 


No. 141 
Elk Sole ..#1.05 

Ne. 701 
Rubber sole. #1.65 

No. 703 
Chrome sole $1.40 


Q-onr-re > 





IN STOCK 


BROOKS SHOE MFG. CO. 
1725-35 No. 6th Street Philadelphia, Pa. 
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The Shoe Trades Journal 


is the oldest established Shoe 
and Leather Trades Paper in 
Great Britain. 


Established 1869 


Our Advertising Tariff will be 
supplied by the Boot and Shoe 
Recorder, Boston Mass., upon 
application. 


THE SHOE TRADES JOURNAL 











Keeps Shoes Shapely 
Hides Large Joints 
Brings New Trade 


The Fischer Protector has been consistently ad- 
vertised for over fifteen years. Every month in 
the year this advertising is sending customers to 
shoe dealers. 







Fischer Protector 


is not made of plaster or rubber, but isa scientifi- 
cally constructed device of the best flexible ma- 
terial. It is self adjusting and can be worn over 
or under the stocking. It fits readily in any low 
or high shoes and brings instant relief to women 
or men with bunions or large joints. 


Give your customers a free trial with Fischer 
Protectors—no pay if no relief. We will stand 
back of you, write us for details of our free trial 
offer. 










FISCHER MANUFACTURING CO. 
425 East Water St., Milwaukee, Wis. 


September 26, 1925 
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Are so well adapted to the requirements of the 
fitting room worker and have so demons 

their production increasing qualities for the fitting 
room worker that they have become standard with 


International Shoe Co. Brown Shoe Co. 
H. C. Godman Co. 
Nunn-Bush Craddock -Terry 










They provide the right amount of comfort to best 
facilitate a maximum output without fatigue. They 
last practically forever. 


Write for Our Catalog and Free Trial Offer 


Royal Metal Mfg. Co. 


2327-29 S. Western Ave. 





Adjustable 
ange : 17” to 23” 


R: + 21” to 
CHICAGO, ILLINOIS 27”, and 25” to 31”. 











4A’ ST. HOTEL 


Just East of Broadway 
New York’s Newest Hotel 


In the Very Center of Things 


350 ROOMS—350 BATHS 


$3,—$4,—$5 Per Day 
For Two Persons, $1 Extra 


JOHN MecGLYNN 
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Factories Continue Busy on the 


Newer Fall Styles 


Heavy and Light-Weight Shoes for Men; Plainer Patterns 


for Women; Overlays for Ornamentation 


BROCKTON 


Lighter Colors Prevail in Men’s 
Shoes 


In the samples which are going 
out of Brockton factories the lighter 
shades of colored leathers are con- 
spicuous. As in the past few seasons 
oxfords constitute a large proportion 
of the sample lines. The blucher 
pattern in oxfords is, in the opinion 
of the trade here, due for increased 
attention. The flexibility of this 
pattern as regards adjustment makes 
it a desirable feature for increasing 
merchants’ sales. The bantam weight 
or tropical weight oxfords, shown 
with the heavier types, make. for 
variety and additional sales oppor- 
tunities for merchants. The increas- 
ing popularity of all kinds of sports 
is reflected in the great variety of 
sport shoe samples shown in Brockton 
lines. All white, combinations of 
white and black, also various shades 
of light and dark tan leathers are 
seen in this so-called sport footwear. 
Many of these fancy patterns and 
combinations are sold for street use. 
as well as for strictly sport wear. 
It is along this line that manufac- 
turers and merchants can develop 
the “dress up” policy for men. Sales- 
men are now actively engaged in 
showing the new styles to merchants. 

The in-stock carrying plan inau- 
gurated in Brockton factories many 
years ago, and since continued as an 
important feature of the production 
of made-in-Brockton footwear, will 
be maintained this season on a 
larger scale than heretofore. Prac- 
tically all Brockton’s larger concerns 
maintain factory in-stock depart- 
ments as a means of supplying sea- 
sonable footwear in accordance with 
merchants’ requirements. 


PHILADELPHIA 
Factories Still Fairly Busy 
Factories are still busy working 
for the most part on immediate or- 
ders. Some few, however, have 
started making up some staples for 





stock. Quite a few of the plants are 
being operated to their capacity 
while others approach that condition 
rather closely. One firm which is 
running full reports that part of its 
production consists of a lot of patent 
leather one straps for misses and 
children for stock. It is also making 
some patent leather Colonials for 
girls. There is some call for tan 
calf but the dominant material in 
the present market is black patent 
leather. Patterns are rather plain. 
Prices both on raw stock and on 
shoes remain unchanged. Another 
factory, one which is running close 
to its maximum production, finds the 
bulk of the demand for blacks in kid, 
gunmetal, suede and satin. There is 
also some call for velvets. One 
manufacturer of high grade foot- 
wear for women is making up some 
patterns in black and brown kid. 
The footwear of today, according to 
this manufacturer, is distributed 
over a variety of patterns including 
D’Orsays, strap effects of various 
kinds, gores, stepins and operas. 
The Turner-Tompkins Shoe Com- 
pany states that 90 per cent of its 
business in boys’ footwear consists 
of tans and 60 per cent of its men’s 
trade is also in tans. About 85 per 


Error in “Ad” of 
Shanley Shoe Co. 


We regret that in the adver- 
tisement of the Shanley Shoe 
Co. on page 14 of our Sept. 5 
issue we made an error in 
listing the stock number of 
their Golden Tan Bal. It 
should have been numbered 
No. 600 instead of No. 501. 
Also the Black Blucher style 
should have been No. 600. 

These two snappy boots at 
$2.85—carried in stock—make 
a profitable buy for dealers in 
popular price footwear for 
men. 


cent of the men’s footwear sold con- 
sists of oxfords and 15 per cent of 
high shoes. In boys’ lines the demand 
is 40 per cent oxfords and 60 per 
cent high shoes. Patterns are plain- 
er and prices are unchanged. 


LYNN 
New Styles Under Way 


New activity of designers here 
foretells further developments of 
styles in women’s footwear. Last 
makers are busy, and pattern mak- 
ers are working overtime. The last 
makers report a gain in orders for 
lasts for welt shoes, and the pattern 
designers report new business on 
novelty oxfords and ties for Winter. 
The fact that one firm is equipping 
a factory especially to make welt 
shoes is causing more than ordinary 
comment. 

But trimmed pump style shoes of 
black materials make up the bulk of 
the present production. Such is the 
demand for buckle trimmed pumps 
that some manufacturers have dif- 
ficulty in satisfying it, the makers 
of shoe ornaments being behind 
times on their deliveries. 

Strap styles are mostly of the one 
and two strap patterns, the straps 
being slender if the shoes are for 
dress wear, and wide if the shoes are 
for street wear. Some wide strap 
pumps, with large fancy buttons, of 
Russia calf, black calf, pigot or 
other leathers, have recently ap- 
peared. 

Applique patterns are popular. 
Pumps, of patent, suede, satin or 
velvet, are oramented with appliques 
or iridescent patent leather, or rep- 
tile grains, or are of suede with 
trimmings of patent or dull calf. 

New oxford patterns reveal open 
front oxfords with fancy laces, and 
fancy stitching on the quarters. Be- 
sides, there are new ties, with 
novelty tongue and saddle effects. 
Some regular pattern welt oxfords, 
of Russia and black calf leather, 
with leather heels, have appeared. 
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HAVERHILL Frank B. Crosby Is Dead West. For ten years—from July, 

New Decorative Effects for Wom- 1900, to July, 1910, he was in the 
, PROVIDENCE, R. I.—Frank B. employ of The Stetson Shoe Com- 

en’s Shoes Crosby, one of the old, established, pany, Inc., as a much valued sales- 


The fact that women’s gowns for 
the Autumn season are showing 
many decorative effects leads Haver- 
hill shoe designers and manufac- 
turers to evolve shoe patterns of cor- 
responding designs. Patent leather 
with overlays of dull kid in scroll 
effects are being shown. Other 
novelties are bird figures, these be- 
ing worked out in a variety of de- 
signs and colors. It is along these 
lines that the Haverhill trade is 
working in the better grades of 
shoes as a means of lining up with 
costume designs and thus offering 
footwear which will be acceptable to 
merchant and consumer. 

A Haverhill pattern designer, in 
speaking of the extended vogue 
which women’s pumps have enjoyed 
for several months past, is of the 
opinion that retail shoe sales may 
be restricted by carrying many shoes 
of the pump pattern. He believes 
that if-merchants have more variety 
of patterns, their sales will be cor- 
respondingly increased. He says:— 
“The pump pattern, no matter how 
varied, won’t fit all feet. Merchants 
and-clerks who think to the contrary 
will lose sales. I was in a large re- 
tail’ store in New York City a few 
days ago and a woman came in wear- 
ing a pair of pumps. She asked the 
clerk to fit her to another pair. She 
had°a fat foot, and when she took 
the pump off there was a streak of 
blood across her instep, where the 
pump had pinched it. This was suf- 
ficient proof to me that no pump 
ever made would fit that foot, and 
yet she insisted upon having that 
pattern. -The clerk was not wise 
enough or courageous enough to tell 
her that she should have a pattern 
which would give her foot room to 
breathe.” 

The continued demand for wo- 
men’s shoes of medium grades is 
causing a continued good. production 
at Haverhill factories. Practically 
all the goods ordered are for imme- 


diate delivery. Merchants are not 


anticipating their Fall and Winter 
demands as yet to any great extent, 
owing to style uncertainty. How- 
ever, local. manufacturers say retail 
shoe’ merchants generally are re- 
porting a steady demand for sea- 
sonable footwear and that every in- 
dication points to a continuance of 
these conditions. -This,; in turn, in- 


_dicates further orders for later de- 
liveries. . In short, the policy of buy- 
‘ing. for-immediate needs promises 
‘to, be continued for another indefi- 


nite period. 


shoe me,chants of this city, died 
recently at his home, 115. Keense 
Street. His store was located on 
North Main Street for over fifty 
years, first at No. 116, and about 
six years ago,. when that building 
was sold, at 30 North Main Street, 
its present location. He was noted 
for his reliability and it is stated 
that he would never sell shoes that 
did not fit, even though the customer 
insisted on having them. 

Mr. Crosby was born in Bangor, 
Me., Feb. 6, 1854. He came to this 
city at an early age and set up one 
of the pioneer retail shoe shops 
here. 

The business will be carried on 
under the name of the F. B. Crosby 
Co., by his son, Harold B. Crosby, 
who has been associated with his 
father in the business over thirty- 
five years, and by his two daughters, 
Clara R. and Mary L. Crosby. The 
same conservative policy which was 
the late Mr. Crosby’s policy in the 
past will be continued. 


C. A. Willits Dead 


BostoN—Word has been received 
here of the death, in Seattle, Wash., 
of Charles A. Wiilits, formerly one 
of the best known shoemen in the 


man, covering the Middle West, 
Southwest and Coast territories, 
also Mexico to some extent. 

In the fall of 1910 he severed his 
connection with The Stetson Shoe 
Company, Inc., to engage in the re- 
tail shoe business in Kansas City, 
Mo., where he remained for nine 
years. Since that time he has con- 
ducted other kinds of business in 
Coast cities, until within about two 
years when ill health caused him to 
retire. 


———_— 


Shoe Group Meets 
in Cincinnati 

CINCINNATI—The Down Town 
Shoe Group held a luacheon at the 
Chamber of Commerce, Wednesday, 
Sept. 16. This is the first group 
meeting since the Spring of the year, 
and they intend to hold group meet- 
ings every Wednesday, at which time 
they will discuss important subjects 
relating to the retail shoe business. 
Those present at this meeting were: 

Chas. H, Voller, H. M. Kendall, 
Lynn Revenaugh, H. J. Momper, 
Wm. C. Ulmer, A. M. Schloemer, R. 
Walker, George B. Burbage, E. C. 
(Ted) Orr, Benton Orr, H. C. Mc- 
Laughlin, John Kipp, H. C. Vollrath, 
W. Newbold and Mr. Cherrington. 





New Men’s Room Increases Trade 


BosToN—The new Physical Cul- 
ture Shoe Shop, which has been do- 
ing business for the past two 
months here, has recently installed 
a “Men’s Room.” This “Men’s 
Room” is situated in the balcony, 
rear of store; it is entirely separate 
from the rest of the store. The 
idea of “A Shop for Men” further 
emphasized, through portieres, 
which when a man enters are drawn 
and the man finds all the equipment 
of a select, exclusive club, with ash 
trays, and the other appurtenances 
of a men’s lounge. 

The women’s department is down 
stairs, but the men do not mind in 
the least passing through the curv- 
ing entrance, through the women’s 
department, to “their own shop.” 

The arrangement of these two 
departments, and the fact that this 
store carries all. sizes and widths, 
in every combination of last, from 
AAAA to . EEE—sizes 1-10 in 
women’s shoes, and in men’s shoes, 
from AAA to EEE, sizes 5 to 18, 
has increased business each week 
from 10 to 20 per cent. Marcus W. 


McWeeny, manager, and George M. 
Goldsmith, one of the originators 
of the idea of this Boston store, 
state that they find that they sell 
more shoes by having a complete 
range of sizes and widths—a type 
to fit every foot—than to have a 
great variety of patterns. “Fewer 
styles and more sizes and widths” 
is the motto of the Physical Culture 
Shoe Shop. 
Salesmen on Salary 


“Satisfaction Guaranteed” is an- 
other slogan of this store. Every 
man salesman is paid on a salary 
basis. Sometimes an hour to two 
hours are spent on a fitting, but 
when a shoe is fitted, it is fitted cor- 
rectly—the salesman takes the en- 
tire responsibility. 

Julius J. Kauder, president of 
Wm. Henne & Co., recently visited 
this store. Mr. Kauder had just 
returned from a European tour. He 
stated that although he had visited 
many shoe stores abroad, none could 
approach the Physical Culture Shoe 
Shop of Boston for the excellence of 
its arrangement. seed 
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Cinderella of Cincinnati 
[CONCLUDED FROM PAGE 55] 


Things that are said, At bridge 
luncheon would startle the dead, 
And if Jack had ears, And Queens 
shed tears, Kings could listen in for 
a thousand years. 

Act 5. After the matinee there 
starts a play, In front of the theatre 
day after day, A play without plot, 
a play without thought, Where play- 
ful feet traverse the spot. 

Act 6. She dined with him just 
at six, And there was much to eat, 
But a little mouse somewhere in the 
house, Caught them playing at feet. 

Act 7. My lady’s boudoir is a 
wonderful place, Where the selection 
problem ends, Where patience has a 
job to face, And final solitude proves 
a friend. 

Act 8. Dance on, dance on, ye 
merry crew, Till stars melt out be- 
fore the day, Tonight’s tonight, and 
is never through, As long as the fid- 
dler’s there to play. 

Yes, It’s a funny thing how we 
compare, The people we meet. by the 
shoes they wear, And figuratively 
speaking all of us walk, In different 
shoes around the clock. 


Windows Which Make Good 
Trade Even Better 
[CONCLUDED FROM PAGE 129] 


Rubbers could be sold in larger 
quantities if properly presented in 
displays. The golosh may even be 
in demand if early snows make their 
wear a necessity. “The early bird 
gets the worm” is true of the early 
display, which nets the most sales. 

Columbus Day offers another op- 
portunity for special displays. This 
date is being more prominently 
observed than ever. Why not in- 
stitute a Men’s Shoe Sale for this 
event? Try it. 

Sport hosiery should be given a 
chance this month. The more dis- 
plays of hosiery the more sales. 
Shoe merchants who have built up 
large hosiery departments all give 
their displays a very large degree of 
the credit. In Fig. 4 a small unit of 
a sport shoe and a pair of sport hose 
are combined. Sales can often be 
increased by bringing the two to- 
The importance of display 
stands should not be overlooked. 
Whether these are purchased, or 
made in the store they should be 
freely used. Emphasize the sport 
hosiery and footwear and sales will 
result. 

The most spesteeulan sails of the 





month is Hallowe’en. This should 
be the occasion for a window display 
that will “knock the eye out” of the 
public. In Fig. 6 is illustrated a 
suggestion that may be followed 
closely, or adapted by changes by all 
shoe merchants. The usual Hal- 
lowe’en symbols—the witch, the bat 
and the pumpkin Jack-o’-Lantern— 
are prominent in this setting. 

A witch can be cut out of black 
cardboard and mounted on a yellow 
moon and hung in the background, 
or attached to the back of the win- 
dow. Black bats made of cardboard 
may be suspended from the ceiling 
and kept moving by means of an air 
current. Paper patterns may be 
bought from artificial flower and 
favor houses. 

The shoe merchant has farmer 
friends who will supply him with 
corn stalks for his Hallowe’en dec- 
orations for the asking. Let him do 
the merchant a favor and he’ll think 
more of the merchant. The pump- 
kin lanterns should be lighted with 
flashers when they are available. 

The Hallowe’en display should not 
be all show. Unless it gets the shoe 
merchant business it is waste effort. 
The shoe display is as important as 
the decorations. As Hallowe’en is a 
party event in all localities it seems 
to be the most logical time to display 
party footwear, both shoes and 
hosiery. Evening slippers will be 
in demand, but the shoe merchant 
can boost their sale by making them 
prominent in the Hallowe’en display 
setting. 

Show cards may be introduced 

that refer to the old-time barn- 
dance with effect. In fact, the more 
effectively the shoe merchant makes 
his window cards tell the people 
about the display, and its meaning, 
the more publicity he gets from his 
efforts. 
~ Show card No. 1 is suitable for 
use in connection with the harvest 
setting suggested in Fig. 1. It also 
might be used with the tree idea 
(Fig. 3). 

Show Card No. 2 illustrates an 
effective use of black cardboard with 
white lettering. Note that this card 
is lettered in a sturdy style which is 
suitable for a men’s display. 

Show Card No. 8 illustrates a type 
that is more suitable for use with 
women’s displays. This is lighter in 
effect and suggests lighter weight 
footwear. The illustrations are 
clipped from the Boot AND SHOE RE- 
CORDER and pasted in the circles. 
From among the large number of 
illustrations in both the advertising 
and the reading pages there are 
many suitable for mounting on show 
cards. The only requirement of 
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such pictures is that they truly rep- 
resent styles in stock. 

Editor’s Note—The Boot AND 
SHOE RECORDER Show Card monthly 
service for shoe merchants is adver- 
tised on another page. This service 
consists of a set of frames and a sup- 
ply of timely show cards for each 
month of the year. Each month's 
cards are uniform in design and 
suitable for use in displays of the 
highest grade. They can be used to 
supplement the cards produced in 
the shoe merchant’s shop, and are 
especially valuable where the mer- 
chant does not have a card writer in 
his employ. 


Better Demand for 
Black Kid 


PHILADELPHIA—One large glazed 
kid manufacturer here states that 
a number of shoe manufacturing 
plants are cutting more black kid. 
This material is being used now in 
both high-grade and cheaper foot- 
wear. Though there is a little call 
for colors, the bulk of the demand is 
for black. All grades are said to be 
selling. The extremely large sizes 
are not especially active, but small 
skins are moving briskly and a short- 
age on them is predicted in some 
quarters. Tanners are not carrying 
as much stock as they used to. There 
is said to be virtually no accumula- 
tion of desirable selections. Prices 
are firmer than for some time, except 
on some of the less desirable stock, 
of which there may be a slight sur- 
plus here and there. 





MINNEAPOLIS—E. E. Atkinson & 
Co., one of Minneapolis’ most ex- 
clusive department stores, has a com- 
plete new shoe department. The 
exclusive sale of the I. Miller shoes 
has been obtained for the company’s 
stores in both Minneapolis and St. 
Paul. The I. Miller line, in price, 
ranges from $12.50 to $22.50 is fea- 
tured, although a limited quantity 
at $8.50 to $12.50 is carried in the 
main store. In both stores down- 
stairs departments have also been 
opened where shoes selling from $6.50 
to. $8.50 are on sale. In the Minne- 
apolis store the fixtures formerly 
used in the upstairs store have been 
moved downstairs and the main de- 
partment has been fitted out with 
rich new fixtures in walnut in har- 
money with the rest of the store. 
Full glass show cases in eurve effect 
with short legs are used to set the 
department off from the rest of the 
store. Gordon W. White is sales 
manager and David Solomon is 
buyer for the stores in both cities. 
Both are from Omaha. 
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Cincinnati Club Holds 
Big Outing 

CINCINNATI— Some boat ride! 
This is the general opinion of all 
who attended the boat ride given on 
Saturday, Sept. 19, by the Shoe & 
Leather Club of Cincinnati, on the 
new palatial steamer “Island Queen.” 
The affair was a big success, as a 
record crowd swarmed the decks as 
the boat pulled away from shore 
about 8. The ride in itself was 
amusement enough for anyone, as 
the boat went away up the Ohio 
River, but, to add snap and pep to 
the affair, dancing prevailed all eve- 
ning. The prizes for the Collegiate, 
Balloon Dance, Waltz, and Lucky 
Number, must have looked good to 
the dance lovers, as each prize event 
was well participated in, and some 
excellent dancing was displayed by 
runners up. Another big feature of 
the evening was an elaborate enter- 
tainment by the Town Taxi Quar- 
tette. The success of this boat ride 
is partly due to the unique way in 
which it was advertised. For two 
weeks previous to the boat ride, 
throw-arounds in the shape of a shoe, 
on which was printed the necessary 
information, were passed around 
throughout the city, and also big 
show cards were placed in prominent 
places to proclaim the gala affair. 
This is the first boat ride the Shoe 
& Leather Club ever gave, but it will 
probably not be the last. 


Gain of $2,000,000 by 
Endicott-Johnson 


Endicott-Johnson’s production and 
sales of shoes showed an increase of 
$2,000,000, or 5 per cent, for the 
first seven months of this year as 
compared with a corresponding 
period of a year ago. The firm is 
starting up a new factory at Oswego, 
N. Y., to make women’s shoes, and 
is increasing its production of stitch- 
down shoes for children. 








Welfare Association 
Holds Outing 


DENVER—The annual picnic of the 
May Welfare Association for 700 
employes of the May Company store 
here and their friends was held re- 
cently at the Mount Morrison Hotel 
in the mountains west of Denver. 
In the afternoon there were field and 
track athletic events, after which a 
picnic lunch was served. A moon- 
light dance was staged on the hotel 
veranda in the evening. The May 
store has a large retail shoe depart- 
ment. 
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PULLMAN TRAVELING SLI 


better’than ever in Quality and fit 
Originctor~ownery of 7iade Mork Allman’ 
MADE ONLY IN GENUINE 
GLAZED KID 
Colors—Black—$1i.49 per 
rown—$1.60 per 
full sizes 3 toll in Stock 


M. GUSTIN CO. 
Dwidse st New York 


y SHOE 
ELLIOT SHOB CO. 
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pair 
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STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Got to be Stetson 
to be Snappy” 
THE STETSON SHOE CO., Inc. 
Seuth Weymouth, Mass. 














SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. Selling 
values unsurpassed. Priced to 
please. Investigate. 

CRAIG-REED & EMERSON, Inc. 

Brockton, Mass. 
Boston Office, 10 High St., Room 304 

















BRIDGEWA 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 


Factory, Bridgewater, Mass. 
Boston Office, 183 Essex Street 
Room 307 














HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
of 


SHOES and RUBBERS 
Every Wednesday and Friday 
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HIGH GRADE MULES and D’ORSAYS 


Made of Satin, Ouidlted Satin, Embossed 
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Seft-Sele Leather 
Beudoirs and Novelty 
Kimone Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., inc., BROOKLYN, N. Y. 
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Many dependable and 


profitable styles con- 
stantly in Stock. Send for latest price list. 


H. K. GARDINER CO., PITTSFIELD, N. H. 

























DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane St, 
New York City 

















EMIL RUBLACK 


Maker ef Artistic 
Price and Sale Tickets 
Samples Mailed Free on 


140-142 WEST BROADWAY 
NEW YOR 
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“Pay Promptly Week’ 
Planned by Merchants 


ROCHESTER—A “Pay Your Bills 
Promptly Week” is to be observed 
in Rochester during the week of 
Oct. 25. The movement, sponsored 
by the Retail Credit Men’s National 
Association, came before the meet- 
ing of the Rochester Retail Credit 
Men’s Association in the Powers 
Hotel recently. Plans for the rais- 
ing of funds for newspaper adver- 
tising are to be worked out by the 
educational committee of the or- 
ganization. The week of Oct. 25 has 
been designated for a nation-wide 
campaign by credit men and mer- 
chants to bring the slogan before 
the public. 





Potter Resumes Meetings 


CINCINNATI—The Potter Shoe 
Co.’s employees have started their 
group meetings again, but in the 
future, instead of holding these 
meetings weekly as they did last 
year, they will be held monthly. The 
main subject for discussion at the 
meeting of Sept. 9, was mistakes 
that were made in the departments, 
and suggestions as to how to elim- 
inate them. A _ special committee 
was designated to follow. this 
through, and try to find a solution. 





S. J. Wentworth Dies 


CINCINNATI—At the age of 71, 
Samuel J. Wentworth, veteran shoe 
man, died on Thursday, Sept. 10, 
of heart trouble. Mr. Wentworth 
has been connected with the shoe 
business practically all of his life, 
having been factory superintendent 
at several factories during his 
earlier years, and then in later years 
he was in the shoe machinery busi- 
ness. While in the shoe machinery 
business, he invented several ma- 
chines to be used in shoe produc- 
tion. He is the father of the presi- 
dent of the Kenworth Shoe Co. of 
Covington, Ky. 





Attractive Store Publicity 


DETROIT, MicH.—Lubin’s, Inc., the 
distinctive new shoe shop which re- 
cently opened here, believes in at- 
tractive literature. Its opening an- 
nouncement was effective. This was 
a folder with Japanese paper cover 
in blue and gold, 3% x 7 the inside; 
when opened it showed four at- 
tractive models for street, for after- 
noon ensemble, for the dance, and 
for formal evening functions, en- 
titled “Four examples par exquisite.” 
















325 W. Monroe St., Chicago, Ill. 








MANHATTAN FINDING CO. 


Wholesale Shoe Store Supplies 


145 WEST BROADWAY, N. Y. 
Bench Made Ballet Slippers 


B TO UL. ccccccccccccccscccccvesecs $1.15 
WY tO B.rcccccccccscccceccccesces 1.20 
BY 20 7... cccccccccvccccccccccccces 1.25 


Also a Full Line of Arches from $8.50 to $30.00 
& Dozen in Stock 








BALLETS and BOUDOIRS 


Made on 


RIGHT and LEFT LASTS 
IN LEATHERS AND SATINS 
HARD TOE BALLETS 
with Solid Leather Boxes 
John E. McNamara - . Haverhill, Mass. 








BALLET SLIPPERS—IN STOCK 
« the unusual kind 
Style Bie2 Blk. Glazed 


oe 


6-11 11 
$1.30 $1. 
tate 


Specialists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 








IN STOCK 
BLACK BALLET SLIPPERS 
Ladies’ 


BLOG SHOE FINDING C 
147 Duane St., New York, 








BALLET AND GYM SHOES 
BLACK VICI KID—IN STOCK 


Ballets No. 700 


6% to il...... 1.25 
iis to 2.222:8 
2% to 8....... $1 
Men’s Leather House 
Slippers in Stock 








Athletic Shee Mig. Co. 124 N. Third St, Philadelphia 


QUALITY BALLETS— _— srocx 





Soft Toe Hard Tee 
6/11 $1.15 8/11 $2.26 
11%4(8 1.20 11%/2 2.30 
216/7 2%/ 2.35 

Samples on 
15c Extra 


request. 
Also Men’s and wemen’'s Slippers of every deseription. 
METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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J. R. BEATON CO., Inc. 
331 FOURTH AVE., NEW YORK 


BOSTON 




















America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 
Makes O11 Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C.° 

















ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 
201 South Street Boston, Mass. 





Telephone, LiIBerty 8673 











MULTIGRAPH PL PLATES 


c.Enerarinen,Sienatre Cut, Rale Forms, 
and Copper Face Electres 
Write for Prices 
UNIVERSITY ELECTROTYPE. FOUNDRY 
CAMBRIDGE, MASS. 














No matter what policy you may 
pursue in selling to the shoe trade, 


nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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Field Day for Common- 
wealth Shoe & Leather Co. 


BrocKTON—September 12 was the 
date on which the Commonwealth 
Shoe & Leather Co., Whitman, Mass., 
held its first “Bostonian” field day 
at Robbins Pond, East Bridgewater, 
Mass. About 40 factory executives 
took part. The first event was a 
ball game between office and factory 
teams, the former being the winner. 
The umpires were Charles H. Jones 
for the office and Henry Waugh, 
factory manager, for the factory 
team. After the game a good old 
fashioned clam bake was served. 
Later, a bountiful dinner was en- 
joyed, at which Charles H. Jones and 
Paul Jones of the concern were the 
principal speakers. Then followed 
other sporting events for which 
prizes were awarded. 





“Daily Bargains” Boost 
Business 


BROCKTON—Morse Stores, Brock- 
ton, which feature special day-to-day 
bargains in women’s and children’s 
footwear, show in one of their latest 
announcements children’s sandals 
with all leather soles to retail for 
one morning only at 50 cents a pair, 
in sizes from infants’ creepers to 
large misses’ size 2. A few weeks 
ago a similar announcement drew 
a large crowd to the doors of this 
store at opening time. The entire 
stock was disposed of in a few hours. 





M. A. Packard Co. Style 
Conference 


BrockToN—During three days 
early in September, M. A. Packard 
Co., Brockton, conducted a confer- 
ence between factory executives and 
representatives of the selling force. 
Treasurer John S. Kent outlined the 
selling plans; Thomas A. McLaugh- 
lin talked on national advertising; 
John J. Feeley, advertising manager, 
showed the various dealers’ helps to 
be used in the Packard campaign; 
John §S. Kent, Jr., called attention to 
the style features of the Packard 
line and exclusive patterns to be 
shown to the trade. Sales manager 
David R. Goodin spoke on intensive 
selling and results to be obtained. 
Alfred T. Kent, stock department 
manager, spoke on service to the 
merchant through the Packard in- 
stock department. The convention 
concluded with a luncheon at the 
Brockton Commercial Club. Several 
new members have been added to 
the Packard sales force for the com- 
ing season. 





September 26, 1925 








tains a Polish. 


CREESE & COOK co. 
Tanneries at Danversport 95 














Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 








est Virginia 


More dependable than ordinary leather for 
eae and Innersoles. 
Products Department 
WestVirginia Pulp &Paper Company 
Detroit New York 











T. W. Godsoe, Pres. Rm Soten, Frenne. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


























ARLE 
shoe patterns 


ARLE SHOE PATTERN CO. 
50 MAIN ST., BROCKTON, MASS. 
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“ELAM” 


FlexibleTurn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, -N. Y. 

Boston Office, 183 Essex Street 

















Brockton Maker Issues 
In-Stock Catalog 


BROCKTON—Local shoe manufac- 
turing concerns are issuing in-stock 
catalogs as a means of a handy ref- 
erence for merchant customers. in 
regard to ordering their shoes. One 
of the earliest gotten out has been 
issued by Howard & Foster Co., one 
of Brockton’s leading houses. This 
concern’s catalog illustrates and 
describes eleven styles of men’s 
welts—nine oxfords and two high- 
cut patterns. Five of the oxfords 
are in colors and four in black 
leathers. One high cut is in colored 
and the other in black leather. 





Increased Dividend on 
Menzies Stock 


FonpD pu Lac—The directors’ 
meeting of the Menzies Shoe Com- 
pany was held at the local office 
Sept. 12, and among other business 
transacted the directors declared a 
monthly dividend on the new com- 
mon stock to be paid on Oct. 1, of 
10 cents per share or at the rate 
of $1.20 per share per year, placing 
this stock valued at over $15 per 
share on the basis of 8 per cent 
per year payable monthly, providing 
earnings continue as they have dur- 
ing the past fifteen months. The 
regular preferred dividend No. 18 
payable quarterly was also declared 
payable Oct. 1. The directors 
were well pleased with the progress 
being made by the Menzies Shoe 
Company and the encouraging out- 
look, as August shipments exceeded 
August of one year ago by 66% 
per cent. One thousand three hun- 
dred and seventy-five agencies have 
been established on the new patented 
footwear. 


Greeley Makes Extended 
Trip 

HAVERHILL—A. W. Greeley, 
Haverhill manufacturer of women’s 
boudoirs, recently returned from an 
extended trip in Southwestern and 
Western territory. He went by boat 
from New York to Galveston, Tex., 
thence visiting several cities in the 
Lone Star State, Oklahoma and Mis- 
souri. He found shoe merchants in 
those states in prosperous condition 
through the increased buying power 
of the agricultural interests. Mr. 
Greeley returned East by way of 
Kansas City and Chicago, covering 
during a three-weeks’ absence about 
5000 miles, and gaining new im- 
pressions regarding conditions in 
the rapidly growing cities of the 
Southwest. 


Manufacturers Request New 
Trade Agreement 


HAVERHILL—The Haverhill Shoe 
Manufacturers’ Association has for- 
warded to the president of the Shoe 
Workers’ Protective Union a com- 
munication announcing a readiness 
to enter upon a fair agreement with 
the Union, and that such agreement 
must be ratified by Oct. 1. The 
communication states that it is the 
desire of the manufacturers’ asso- 
ciation to avoid any loss of busi- 
ness, and in order to assure this 
condition it is necessary that prompt 
action be obtained in regard to a 
new agreement. The communication 
states that the association must pro- 
tect the business of its members and 
must take such further action as the 
trend of events requires. 





New Men’s Store in 
Baltimore - 


BALTIMORE—Frank K. Gilbert, 
buyer and manager of the shoe and 
hat departments at Isaac Hamburger 
& Sons for the past eleven years, is 
now associated in business with 
Samuel T. Bull, the firm to be 
known as Gilbert & Bull, Inc., 119 
W. Baltimore Street. The new firm 
will handle men’s shoes at $6.50 and 
$8.50, also men’s hats, caps and 
hosiery. Mr. Bull, who was born in 
London, was associated with Peale 
of London and at one time with 
Charles Cort of Newark. Mr. Bull 
will be in charge of the custom and 
repair departments, fifth floor, and 
will make a specialty of riding boots. 
The store, which is very attractive 
with well-decorated windows, in- 
terior and lobby, is attracting much 
attention. 


BOOT AND SHOE RECORDER 143 


New Season Opened with 
Style Show 


MILWAUKEE—I. Miller shoes were 
used for the formal showing of fall 
styles at Reel’s women’s apparel 
shop, which features this line in its 
shoe department. Each fall, this 
shop holds a formal style show to 
which only regular customers of the 
store are invited. This year fall 
styles, many of which were selected 
in France by Miss Freda Reel, were 
shown by living models on the third 
floor of the store for three mornings 


and three evenings. Gold and silver- 


kid and satins dyed to match the 
gown were sponsored for evening 
wear. One unusual combination was 
red satin slippers with a white eve- 
ning gown, this being a suggestion 
brought from abroad by Miss Reel. 
For street wear and other practical 
uses autumn browns were shown, 
such as caramel, golden brown and 
others of this type. Black patent 
and black satin were shown in some 
instances. The majority of these 
shoes were stepin pumps, although 
some strap effects also appeared. 

A new hosiery case, having draw- 
ers with glass fronts, has been in- 
stalled by the I. Miller shoe depart- 
ment at Reel’s, and a line of I. Miller 
hosiery is now being featured. 





Proper Fitting Urged 

MILWAUKEE—S. J. Brouwer, of the 
S. J. Brouwer Shoe Co. of Mil- 
waukee, gave an address on “The 
Next Step in Public Health” at a 
meeting of the Milwaukee Round 
Table, a luncheon club which meets 
at the Milwaukee Athletic Club. The 
address pointed out the need for 
properly fitted shoes. Mr. Brouwer 
has prepared some interesting data 
on the subject of proper fitting of 
shoes and foot ills caused by care- 
lessness in this direction, and he has 
addressed asnumber of organizations 
in this city on the subject. He will 
be remembered as having given a 
talk covering this ground at the an- 
nual convention of the Wisconsin 
Shoe Retailers’ Association last 
month. 


Retail Store Using 
Billboards 

DENVER—The Bootery, recently 
opened for business at 618 Sixteenth 
Street, Denver, and of which John 
J. Tart is manager, has gone out to 
let the people of the vicinity know 
of the store. A large number of 
billboards calling attention to the 
store and inviting the people to visit 
it have been erected along the high- 
ways leading into Denver. 
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This is the original Douglas Condition Map, in use over thirty years for business purposes. 


Changes in August 


have generally been for the better owing to rains in drought-stricken areas of Oklahoma, Texas, New Mezico, 
northwestern Iowa and southeastern Nebraska 


The More They Get the More 
They Spend 


By Archer Wall Douglas 


HE buying power of the masses 
is far greater today than at 
any time in the past. Real costs 
are lower; in other words, an hour 
or a day of labor is noW exchange- 
able for more manufactured pro- 
ducts than was formerly the case; 
and working men in general now may 
enjoy more hours of leisure while 
providing themselves and _ their 
families with a decent living. 

Our far-flung industrial life enters 
into every phase of our national 
being. It is the largest employer of 
labor, the greatest disburser of 
wages. But it is still suffering from 
growing pains. It yet has great un- 
solved problems to be faced cour- 
ageously and handled intelligently. 
The most important of these prob- 
lems is not mechanical. Industrial 
evolution is now in that stage where 
its problems arising from the human 
relations between management and 


the men are paramount. 

Although in 1924 there were 74 
automobile makers in the field, 18 
of them did about 96 per cent of the 
business. The old biological law of 
the survival of the fittest is hard at 
work in this industry. Apparently 
the fight is on to a finish with recent 
cuts in prices running from 10 to 20 
per cent, and with the offering of 
better cars for the most part at 
these lower prices. 

The usual result of lower prices 
on staple products is an increase in 
sales, and it is not surprising. in 
view of lower prices, that the output 
of automobiles for the first six 
months of 1925 was the largest on 
record for that period; while exports 
for the twelve months ending June 
1, 1925, were 225,000 cars, as com- 
pared with 170,000 cars for the 
same period in 1924. 

The coming of the automobile and 


the rapid growth of the industry 
have affected other industries and 
the people of the country to an ex- 
tent and nature that has not been 
equaled since the invention of the 
steam engine. 

The consumption by automobiles 
of 70 per cent of the crude rubber 
imported into the United States has 
brought about complications which 
may result in the development of 
new rubber plantations in some of 
the insular possessions of the United 
States or elsewhere, although the 
present plantation development, par- 
ticularly that of British possessions, 
is ample for all needs. 

One of the great blessings of the 
coming of automobiles has been the 
freeing of many people from the 
necessity of living in the great con- 
gested centers of population by 
making a residence in the surround- 
ing country both easy and inviting. 
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CHANGES IN BUSINESS 





Business Changes 


South Norwalk, Conn.—Milton M. 
Markoff, shoes, succeeded by Mark- 
off Bros. 

Sacramento, Cal—M. Jacobs Co. 
(Boston Store), 6th and J Streets, 
shoes, etc., succeeded by A. Jacobs. 

Chicago, Ill—Joe Blaszezyk (1211 


W. 47th Street), shoes, etc., suc- 
ceeded by Stanley Blasczyk. 
Isadore Sauber (Est.), (211 E. 


31st), shoes, sold out to Bass & 
Schwartz. 

Henry H. Schor (3211 Lawrence 
Ave.), athletic footwear, etc., re- 
ported selling or sold out. 

Joseph Pritkin (Family Shoe 
Store), (7000 Stony Island Ave. 
Parkside), shoes, sold out to Lewis 
Cohn. 

Robinson & Rubin (“R & R Shoe 
Store’), (207 E. 43rd Street), dis- 
solved partnership—succeeded- by 
Robert Robinson. 

Hammond, Ind.—Harry Dickman, 
shoes, etc., removed to 10554 Tor- 
rence Ave., Chicago, IIl. 

Port Byron, Ill—Tony Koron, 
shoes, removed to Grand Rapids, 
Mich. 

Shawneetown, Ill.—Howell & Wal- 
ler, shoes, etc., dissolved partnership 
—each continues alone. 

Boston.—C. S. Williams & Co., 
leather, dissolved partnership—Hil- 
lard Transue retires. 

Foxboro, Mass.—Chas. A. Blais- 
dell & Co., shoes, reported selling or 
sold out. 

Lynn, Mass.—Oxford Shoe Co., 
shoe manufacturers, recently com- 
menced business here. 

William A. Sullivan Shoe Co., 
shoe manufacturers, incorporated 
with capital of $100,000. 

North Middleboro, Mass.—Field 
Bros. Shoe Co., shoe manufacturers, 
recently commenced business here. 

Brockton, Mass.—Field Bros. Shoe 
Co., shoe manufacturers, incorpor- 
ated with authorized capital of $50,- 
000 


Detroit, Mich—W. L. Ratz Shoe 
Co., Inc. (“E. & R. Boot Shop”), 
(110 Monroe Ave.), shoes, succeeded 
by Charles Grives. 

Ann Arbor, Mich.—The Conlin 
Co., shoes, etc., incorporated with 
authorized capital of $15,000. 

Grand Rapids, Mich.—Matermold 
Shoe Store, shoes, incorporated with 
authorized capital of $10,000. 


Jackson, Mich—Jackson Arch 


Preserver Shoe Shoppe, shoes, incor- 
porated with authorized capital of 
$10,000. 

Preston, Minn.—William Kuethe 
(Est.), shoes, etc., sold out to S. J. 
Lasker. 

Jersey City, N. J—Benjamin Lieb- 
man, shoes, closed branch store at 
481 Broad Street, Newark, N. J.— 
opened branch at 119 First Ave., 
New York City. 


Madison, N. J.—Max Barkan, 
shoes, etc., succeeded by Charles 
Miller. 

Passaic, N. J.—Louis Jackulak 


(124 Hope Ave.), shoes, sold out at 
above address—now in trade as Jac- 
kulak & Janiec at 114 Passaic Street. 

Brooklyn, N. Y.—Samuel Frey 
(1666 Sheepshead Bay Road), shoes, 
etc., succeeded by Jack Joseph. 

Rembrandt Shoe Manufacturers, 
shoes, incorporated with authorized 
capital of $10,000. 

Louis Altman (392 Kingston 
Ave.), shoes, reported selling or sold 
out. 

New York City.—Leone Romano 
& Aaronson, shoes, incorporated 
with authorized capital of $20,000. 

New York.—B. B. Stores Co., 
shoes, etc., incorporated with author- 
ized capital of $20,000. 

Louis Zacher (48 Jefferson St.), 
shoes, sold out. 

Rochester, N. Y.—W. B. Coon Co., 
shoe manufacturers, increased capi- 
tal from $175,000 to $632,500. 

Newbern, N. C.—Jacobs 
Store, shoes, etc., incorporated. 

Warren, Ohio.—Frank & Wolkoff, 
shoes, succeeded by Tony Magnello. 

Toledo, Ohio.—Isadore Michael 
(631 St. Clair Street), shoes, etc., 
succeeded by Jack Minkow. 


Shoe 


Business Reverses 


Haverhill, Mass.—Sclomon Fish- 
er, shoe findings, reported petitioned 
into bankruptcy. 

Max Maistrosky (82 Washington 
Street), wholesale shoes, reported 
petitioned into bankruptcy. 

Lynn, Mass.—Hennessey, Maxwell 
& Hennessey Shoe Co. (548 Broad 
Street), shoe manufacturers, re- 
ported petitioned into bankruptcy. 

St. Louis, Mo.—Herman Margulis 
(Herman’s Boot Shop), shoes, re- 
ported petitioned into bankruptcy. 

Clovis, N. M.—L. J. Jopling, 
shoes, etc., reported assigned. 
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Changes in August 


have generally been for the better owing to rains in drought-stricken areas of Oklahoma, Texas, New Mexico, 
northwestern Iowa and southeastern Nebraska 


The More They Get the More 
They Spend 


By Archer Wall Douglas 


HE buying power of the masses 
is far greater today than at 
any time in the past. Real costs 
are lower; in other words, an hour 
or a day of labor is noW exchange- 
able for more manufactured pro- 
ducts than was formerly the case; 
and working men in general now may 
enjoy more hours of leisure while 
providing themselves and_ their 
families with a decent living. 

Our far-flung industrial life enters 
into every phase of our national 
being. It is the largest employer of 
labor, the greatest disburser of 
wages. But it is still suffering from 
growing pains. It yet has great un- 
solved problems to be faced cour- 
ageously and handled intelligently. 
The most important of these prob- 
lems is not mechanical. Industrial 
evolution is now in that stage where 
its problems arising from the human 
relations between management and 


the men are paramount. 

Although in 1924 there were 74 
automobile makers in the field, 18 
of them did about 96 per cent of the 
business. The old biological law of 
the survival of the fittest is hard at 
work in this industry. Apparently 
the fight is on to a finish with recent 
cuts in prices running from 10 to 20 
per cent, and with the offering of 
better cars for the most part at 
these lower prices. 

The usual result of lower prices 
on staple products is an increase in 
sales, and it is not surprising. in 
view of lower prices, that the output 
of automobiles for the first six 
months of 1925 was the largest on 
record for that period; while exports 
for the twelve months ending June 
1, 1925, were 225,000 cars, as com- 
pared with 170,000 cars for the 
same period in 1924. 

The coming of the automobile and 


the rapid growth of the industry 
have affected other industries and 
the people of the country to an ex- 
tent and nature that has not been 
equaled since the invention of the 
steam engine. 

The consumption by automobiles 
of 70 per cent of the crude rubber 
imported into the United States has 
brought about complications which 
may result in the development of 
new rubber plantations in some of 
the insular possessions of the United 
States or elsewhere, although the 
present plantation development, par- 
ticularly that of British possessions, 
is ample for all needs. 

One of the great blessings of the 
coming of automobiles has been the 
freeing of many people from the 
necessity of living in the great con- 
gested centers of population by 
making a residence in the surround- 
ing country both easy and inviting. 
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CHANGES IN BUSINESS 





Business Changes 


South Norwalk, Conn.—Milton M. 
Markoff, shoes, succeeded by Mark- 
off Bros. 

Sacramento, Cal—M. Jacobs Co. 
(Boston Store), 6th and J Streets, 
shoes, etc., succeeded by A. Jacobs. 

Chicago, Ill—Joe Blaszezyk (1211 
W. 47th Street), shoes, etc., suc- 
ceeded by Stanley Blasczyk. 

Isadore Sauber (Est.), (211 E. 
$lst), shoes, sold out to Bass & 
Schwartz. 

Henry H. Schor (3211 Lawrence 
Ave.), athletic footwear, etc., re- 
ported selling or sold out. 

Joseph Pritkin (Family Shoe 
Store), (7000 Stony Island Ave. 
Parkside), shoes, sold out to Lewis 
Cohn. 

Robinson & Rubin (“R & R Shoe 
Store”), (207 E. 43rd Street), dis- 
solved partnership—succeeded. by 
Robert Robinson. 

Hammond, Ind.—Harry Dickman, 
shoes, etc., removed to 10554 Tor- 
rence Ave., Chicago, IIl. 

Port Byron, Ill—Tony Koron, 
shoes, removed to Grand Rapids, 
Mich. 

Shawneetown, Ill.—Howell & Wal- 
ler, shoes, etc., dissolved partnership 
—each continues alone. 

Boston.—C. S. Williams & Co., 
leather, dissolved partnership—Hil- 
lard Transue retires. 

Foxboro, Mass.—Chas. A. Blais- 
dell & Co., shoes, reported selling or 
sold out. 

Lynn, Mass.—Oxford Shoe Co., 
shoe manufacturers, recently com- 
menced business here. 

William <A. Sullivan Shoe Co., 
shoe manufacturers, incorporated 
with capital of $100,000. 

North Middleboro, Mass.—Field 
Bros. Shoe Co., shoe manufacturers, 
recently commenced business here. 

Brockton, Mass.—Field Bros. Shoe 
Co., shoe manufacturers, incorpor- 
ated with authorized capital of $50,- 
000. 

Detroit, Mich—W. L. Ratz Shoe 
Co., Inc. (“E. & R. Boot Shop”), 
(110 Monroe Ave.), shoes, succeeded 
by Charles Grives. 

Ann Arbor, Mich.—The Conlin 
Co., shoes, etc., incorporated with 
authorized capital of $15,000. 

Grand Rapids, Mich.—Matermold 
Shoe Store, shoes, incorporated with 
authorized capital of $10,000. 


Jackson, Mich.—Jackson Arch 





Preserver Shoe Shoppe, shoes, incor- 
porated with authorized capital of 
$10,000. 

Preston, Minn.—William Kuethe 
(Est.), shoes, etc., sold out to S. J. 
Lasker. 

Jersey City, N. J—Benjamin Lieb- 
man, shoes, closed branch store at 
481 Broad Street, Newark, N. J.— 
opened branch at 119 First Ave., 
New York City. 

Madison, N. J.—Max Barkan, 
shoes, etc., succeeded by Charles 
Miller. 

Passaic, N. J.—Louis Jackulak 
(124 Hope Ave.), shoes, sold out at 
above address—now in trade as Jac- 
kulak & Janiec at 114 Passaic Street. 

Brooklyn, N. Y.—Samuel Frey 
(1666 Sheepshead Bay Road), shoes, 
etc., succeeded by Jack Joseph. 

Rembrandt Shoe Manufacturers, 
shoes, incorporated with authorized 
capital of $10,000. 

Louis Altman (392 Kingston 
Ave.), shoes, reported selling or sold 
out. 

New York City.—Leone Romano 
& Aaronson, shoes, incorporated 
with authorized capital of $20,000. 

New York.—B. B. Stores Co., 
shoes, etc., incorporated with author- 
ized capital of $20,000. 

Louis Zacher (48 Jefferson St.), 
shoes, sold out. 

Rochester, N. Y.—W. B. Coon Co., 
shoe manufacturers, increased capi- 
tal from $175,000 to $632,500. 

Newbern, N. C.—Jacobs 
Store, shoes, etc., incorporated. 

Warren, Ohio.—Frank & Wolkoff, 
shoes, succeeded by Tony Magnello. 

Toledo, Ohio.—Isadore Michael 
(631 St. Clair Street), shoes, etc., 
succeeded by Jack Minkow. 


Shoe 


Business Reverses 


Haverhill, Mass.—Solomon Fish- 
er, shoe findings, reported petitioned 
into bankruptcy. 

Max Maistrosky (82 Washington 
Street), wholesale shoes, reported 
petitioned into bankruptcy. 

Lynn, Mass.—Hennessey, Maxwell 
& Hennessey Shoe Co. (548 Broad 
Street), shoe manufacturers, re- 
ported petitioned into bankruptcy. 

St. Louis, Mo.—Herman Margulis 
(Herman’s Boot Shop), shoes, re- 
ported petitioned into bankruptcy. 

Clovis, N. M.—L. J. Jopling, 


shoes, etc., reported assigned. 
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Retail Trade Continues on the 


Up Grade 


Women Buying Steadily as Fall Season Opens—Men, 
Too, Are Buying More Liberally 


NEW YORK 


New Styles Offered As Bait 


Business in New York is good, 
and the retail shoe men are getting 
their share. The Fall season has 
opened well and is growing better, 
the merchants report, with sales in 
most cases running ahead of the 
comparable weeks a year ago. The 
vacation period is over and with the 
social season in the near offing, both 
women and men are beginning to 
buy more new clothing and shoes. 

The retailer merchants are pre- 
senting new things constantly to 
catch the feminine eye. The plain 
opera pumps and strapped slippers 
are selling so well that merchants 
are concentrating their promotion 
efforts on new styles. The wishbone 
saddle and variations of this type 
are being strongly pushed by a num- 
ber of the better grade shops. A 
little more fanciness has crept into 
the patterns and decorations. Frank 
Brothers last week showed a window 
full of patent leather pumps with 
gold painted floor decorations on 
the quarter and smart square buckle, 
the vamps being left’ plain—and the 
vamps were slightly longer and more 
pointed than those seen recently. 

Saks & Company, at their Fifth 
Avenue store, have introduced an 
elaborately decorated velvet shoe for 
evening wear. The shoe is cut in a 
D’Orsay pattern without straps, 
made of velvet and appliquéd on 
quarter, vamp and heel with gold or 
silver kid. The shoe is shown in 
black velvet, green, two shades of 
blue, two shades of pink and red. 
A strip of the silver or gold kid runs 
around the joining of the sole with 
the upper and gives the effect seen 
on the popular Deauville sandals. 

Red as a shoe color is being ex- 
ploited to some extent. The new 


shade of red is known as “Phantom 
Red” and was adduced by the Tex- 
tile Color Card Association for the 
Universal Pictures Company to use 
in their “Phantom of the Opera” 
film. Capezio, whose shop on Broad- 





By keeping their windows shal- 
low, the proprietors of the Quality 
Shoe Store, High Point, N. C., 
have achieved a happy effect with 
a narrow-front. 





way is in the Winter Garden Build- 
ing, shows a window of “Phantom 
Red” sandals of both velvet and 
suéde. He supplied the ballet slip- 
pers used in the making of the film. 
With pictures of scenes from the 
film, Capezio shows Lon Chaney, the 
star of the picture, in effigy, in a red 
costume. 





CHICAGO 


Buying Boom Apparently Under 
Way 


Saturday, Sept. 12, in Chicago, 
was one of the best days of week- 
end buying that has been experi- 
enced for some time and long into 
the late hours of the afternoon and 
right up to the closing hours the 
stream of buyers kept right to their 
task. At Holden’s store on State 
Street late in the afternoon ‘there 
was a crowd on the main floor that 
must have taken extra hours to 
clear. Every seat in the big main 
floor where ladies shoes are sold was 
taken and there were many standing 
in the aisles. In the upstairs de- 
partments the crowd was almost as 
great and the men’s floor was well 
populated. . 


The O’Connor and Goldberg Re- 
public Building Store, the Cutler 
and the Wollock and Bauer stores, 
all experienced the same kind of a 
buying rush and there was nothing 
out of the ordinary in the way of 
“sale” offerings made with the ex- 
ception of Cutler’s annex where a 
$2.75 sale is being held and where 
almost every pattern that can be 
found in the new Fall lines is dup- 
licated. There has been a scattering 
call for black velvets. 

The Stetson Store has one of the 
most attractive displays seen any- 
where in the loop with two windows 
of one, two and three eyelet ties in 
almost every conceivable two toned 
effect—in kid leathers especially. 

Satins and patents still continue 
to be the “bread and butter” of the 
shoe business with tan calf and 
black calf following in order. 

The men’s lines, too, have been 
quite active in the past week. It 
has probably produced more men’s 
business volume than any one other 
week in some time. Tans are heavy 
favorites with the choice running to 
the redwood shades. Scotch grain 
effects and extreme wide toes are 
being called for and there is much 
interest in the zebra storm weltings 
that have had quite a showing in 
Fall shoes. Ball business promises 
well. 


DENVER 


Outlook Bright in Mountain States 


Steady improvement in all lines 
of industry has been recorded in 
Colorado during the past month. A 
satisfactory balance was reported in 
demands for labor and in workers 
to fill the demands. Harvesting is 
under way throughout the state and 
this activity has given employment 
to many migratory workers. All 
lines of industry in Colorado, with 
the possible exception of metal min- 
ing, is on the upgrade and this fact 
is supplying labor and is putting 
more money into circulation. There 
are few unemployed men in the state 
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at this time. Retail shoe merchants 
report that this is aiding their busi- 
ness and it is better at this time 
than it was a year ago now. The out- 
look for a good Fall and Winter busi- 
ness is very bright. Denver mer- 
chants expect business this fall to 
be much better than it was during 
the same period last year. 

Just recently Denver held its 
seventh annual market week and 
merchants’ festival. Hundreds of 
retail merchants from the territory 
of which Denver is the nucleus came 
to Denver during the week and made 
purchases from Denver manufac- 
turers and wholesalers. All that 
made purchases of $500 or over had 
their railroad fares refunded. 
Among Denver wholesale firms that 
acted as hosts during the week was 
the Joseph P. Dunn Shoe and Leath- 
er Company. All kinds of entertain- 
ment was provided the visitors by 
the Denver manufacturers and 
wholesalers, consisting of theatre 
parties, luncheons, and a big vaude- 
ville show in the municipal audi- 
torium. 


_ MILWAUKEE 


Cooler Weather—Better Business 


Several days of cooler weather 
have had a very favorable effect on 
the shoe business in Milwaukee 
stores, and dealers state that they 
are now getting into the swing of 
Fall trade. The majority take an 
optimistic view of the outcome of 
September and are expecting to do 
a big volume of business during 
October. 

Although the demand for patents 
remains one of the outstanding fea- 
tures of Fall trade, there is an in- 
creasing call for tans. One store in 
particular states that tans have been 
picking up considerably in the last 
week or two, and they are expected 


to take their usual place in Fall sales. 


Under the term of tans are included 
both tan calf and the new golden 
brown kid as well as allied shades. 
Pumps with fancy buckles or other 
ornaments maintain their position 
as the most popular style for early 
Fall business, although plain pumps 
are also good, and dealers are work- 
ing into fancy strap effects in more 
dressy styles. One store is sponsor- 
ing a plain unornamented pump with 
medium heel, cut down slightly at 
the sides, for general street wear. 
This number is offered in several 
different materials and promises to 
be very good. Pumps on the Colonial 
type are favored in other quarters. 
Several dealers state that there is 
some tendency to narrower toes, 





with the medium last in favor rather 
than the wide styles. 

Men as well as women are re- 
sponding to the influence of cooler 
weather as there has been a marked 
improvement in this demand since 
temperatures dropped. Styles mov- 
ing in local men’s departments show- 
ing little change in either pattern or 
color. Darker shades of tan are ex- 
pected to move later in the season, 
but weather conditions have favored 
the continued use of lighter shades. 

Children’s shoes have been moving 
nicely since public schools opened, 
with practical types showing. the 
greatest activity. Oxfords with flat 
heels in brown and black leather 
have been popular at one store for 
school shoes, while this same dealer 
has been successful with various 
simple styles in patents for more 
dressy occasions. 





MINNEAPOLIS 


Merchants Pick Styles for Fall 


After several strenuous sessions 
in which the committee of seven shoe 
men debated for hours, the Fall style 
recommendations of the Northwest- 
ern Retail Shoe Dealers Associa- 
tion has finally been whipped into 
shape. The report was to be sub- 
mitted to the directors of the asso- 
ciation at the final September meet- 
ing and it is understood that it 
would be adopted. Members of the 
committee are W. N. Comer, presi- 
dent of the association; C. M. Sten- 
dal, M. O. McLean and H. 8S. Mc- 
Intyre, secretary of the association, 
all of Minneapolis; D. D. Bryson, Joe 
Langley and Walter Peterson, all of 
St. Paul. Simplicity in design and 
the fewest possible number of styles 
conformable with due appreciation 
of moods in fashions and good busi- 
ness will feature the report, it is 
understood. 

Black patents continue to lead in 
favor for dressy wear among 
women. Rose of wood, golden pheas- 
ant, apricot’ and oakwood kids are 
other popular numbers. For the 
most part plain strip or fancy one- 
strap pumps are the rule. Few ox- 
fords have been sold so far. The 
weather is warm and sunshiny, con- 
ducive to continued wearing of at- 
tractive street footwear. The fancy 
buckles are widely displayed by the 
dealers and draw good _ sales. 
Rhinestones for patents and metal 
and rubber composition in black and 
tan and white are noted among the 
buckle numbers. In cheaper num- 
bers of ladies’ shoes more of the 
cut-outs with short vamps and round 
toes are shown. 
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CINCINNATI 
Shoes With Ornaments Moving 
Best 


September 15 and 16 marked the 
Fall opening in the stores of Cin- 
cinnati. While most of the adver- 
tising was confined to garments, the 
shoe trade, however, played a very 
important part. The department 
stores had very elaborate displays, 
and the exclusive shoe stores tempt- 
ingly displayed their new Fall foot- 
wear. There was a good break in 
the weather for the opening, as the 
early part of the week it turned 
cool. There was a good response to 
the opening, and the shoe merchants 
reported that there was a decided 
improvement in business this week, 
as the first two weeks in September 
were slow due to the extreme heat. 

The demand continues to be cen- 
tered on patent leather with a good 
call for black satins. There is some 
demand for tan kids, but tan calf has 
had little play so far. Some atten- 
tion is being directed to black vel- 
vets, and more are being shown in 
the stores at present. Most of the 
merchants feel that the velvet will 
have rather a short run, while they 
have a great deal of confidence in 
patent leather, and black satin as the 
leading materials, for Fall. 

The chief call is for step-in pat- 
terns, or pump effects decorated with 
fancy ornaments, and these shoes 
are attracting considerable atten- 
tion, and predictions are that this 
will hold the star réle until the holi- 
days when they will again turn their 
attentions to strap patterns. How- 
ever, strap patterns continue to be 
good, but are not as popular as the 
buckle pumps. Oxfords are receiving 
some call, principally fancy oxfords, 
and these are generally for street 
wear. 

The men’s business has shown 
some improvement during the week, 
and the call is for wide toed oxfords 
in the light tan shades. 

According to H. C. McLaughlin, of 
The Potter Shoe Co., the outlook for 
the shoe business is very promising, 
as he reports that most of the stores 
have had an exceptionally good Sum- 
mer business, and that their stocks 
are in excellent shape, and practical- 
ly all the shoes which the merchants 
are carrying, are salable, and the 
business has been more profitable, as 
there have been no losses this year 
as they have had in other years when 
they had to take losses on whites or 
colored kids which they carried over. 
This year has been a very good white 
season, and their stocks were 


cleaned out on whites. 
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SALESMEN WANTED 














Texas, No. Georgia and South Carolina, North Carolina, Eastern Ohio, Western Pennsylvania 


We have openings in the above territories for experienced Shoe Men. Must live in territory or be able to do so at once. Age 
Arch Support and Cushion Sole numbers 


limit 45. Our line is standardized at $4.60 for oxfords and $4.85 for shoes. 


included. Above are established territories. 


State age, past record and references. 


EDMONDS SHOE COMPANY, Milwaukee, Wis. 




















ATTENTION, SALESMEN! 


Here is a real side line consisting 
of eight live goodyear welt sam- 
ples on four new snappy lasts. 
Growing girl shoes that fit the 
ladies at a price to the trade so 
that they can sell them very profit- 
ably at five dollars. Several num- 
bers carried in stock. 

7% commission—5% discount. 
Give reference and state territory 
you desire to cover. Some good 
territory still open. © 


Haas Berger Co., Allentown, Pa. 








STAMP W 
Write for particulars, giving .references. 


Arkansas, Mississippi, Alabama, Georgia 


We want experienced salesmen to cover the above territory. We make unlined UNION 
ORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 












SALESMEN WANTED 


to sell strong line of Women’s Novelty Foot- 
wear to dealers. New numbers at short in- 
tervals. Straight commission basis, but real 
cooperation. If you are a go-getter with an 
established territo and following, write 
fully to:—Sales anager, Finlin Novelty 
Shoes, 140 Linesin Street, Boston, ass. 














FIRST CLASS SALESMEN 


good credit, large volume re- 
tail accounts can now make direct fac- 
tery connections for a 25 sample line 
of infants’ and children’s medium grade 
stitchdowns. Shoes acknowledged by 
some of the largest wholesale firms to 
be the best combination of design, ser- 
vice, and price now being made. All 
territories in the North, West, and 
Southwest open. Good margin for both 
salesmen and retailers. Straight com- 
mission only, State age, references, 
territory covered, and names of other 
lines now e le Confidential. 
Promptly address B688 care Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. 








SALESMAN to carry a nationally known, in- 
stock line Turn Boudoir ym in leathers 

and satins (leather sole), and Ballet slippers in 

soft and hard toes. Address B-668, care Boot 

— Shoe Recorder, 207 South St., Boston, 
ass. 





WANTED — Experienced shoe salesman to 
sell on 6 per cent commission, a medium 
and fine line of Infants’, Children’s and Misses’ 
Pennsylvania turns, to carried as side line 
with other non-conflicting lines. Several ex- 
cellent territories open. State territory covered, 
other lines carried, references, and sales record 
in first letter. Address B-609, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





WANTED—Salesmen to sell as side line 
FOOT COMFORT. Specialty, Quick 

seller. Liberal Commission. McDermott Mfg. 

Co., 334 Mason St., San Francisco, Cal. 


WANTED—An experienced shoe sales- 
man for North Carolina territory by 
well known Wisconsin manufacturer 
making a QUALITY line of Men’s and 
Boys’ work shoes in nailed and welt, 
outdoor boots in all heights for Men 
and Women, hand sewed Pacs, hand 
made Loggers and Drivers—established 
territory. State experience and furnish 
references when applying. Address 
B-670, 207 South St., Boston, Mass. 














ANTED, SALESMEN who have an 

acquaintance with the trade in the South 
and Southwest, Nebraska and Kansas, for a 
well known line of panes | sotend satins, 
fabrics, leather and felt house slippers. Samples 
ready Jan. 2. Liberal commission. .Give full 
articulars in first letter. Address B-669, care 
oot and Shoe Recorder, -207 South St., 
Boston, Mass. 





ANTED: Wideawake successful salesmen to 

represent Mass. manufacturer of popular 
priced men’s shoes with instock dept. Write 
giving full details and territory. Address B 
694, c/o Shoe Recorder, 207 South St., 
Boston, Mass. 

















VOLUME SALESMAN WANTED 


Nationally known manufacturer of Goodyear Welt and McKay 
sewed, medium and low grade Misses’ and Children’s Shoes offers 
splendid opportunity to a salesman of energy, integrity and ex- 
perience. A money-making position for the right man, on a strictly 
commission basis. A strong line of staples and novelties admirably 
adapted to Department House and Chain Store Trade. For further 
particulars address B686, c/o Boot and Shoe Recorder, 207 South 


St., Boston, Mass. 











ANTED: Salesman with established fol- 
lowing only, to sell on commission basis in 
the State of Texas, our own St. Louis Manufac- 
tured line of McKay Novelties. The line is 
well known there and have an established busi- 
ness. Give reference and experience. Address 
B 684, c/o Boot & Shoe Recorder, 207 South 
Street, Boston, Mass. 








SALESMAN to carry papeing riced ladies’ 

novelties in stock for Buffalo and surrounding 
territory. Must be thoroughly acquainted. Ad- 
dress Harry Himmel Shoe Co., 154 Duane St, 
New York City. 


SALESMEN—Responsible, aggressive men— 

To sell the retail Shoe Trade—a new _pat- 
tented article—no competition, To be placed 
with every shoe dealer in the country. refer 
men now covering this Trade. Those getting 
in now will clean up big money. Send your 
reply to The Clark Sales Co., Room 626, 11 
Beacon St., Boston, Mass. 
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SALESMEN WANTED 


LINE WANTED 





RESIDENT. ! Salesmen wanted for Philadel- 
phia, Florida, South and Middle West, for 
manutacturer’s line boys’ Goodyear Welts and 
McKays. Straight commission. Old Estab- 
lished rr Can be carried as side line. Ad- 
dress B 687, c/o Boot & Shoe seseien, 207 
South St., Boston, Mass. 


CALEAMED WANTED — Men with estab- 
lished trade to carry our popular priced 
Soft Soles, Infants’ and Children’s Turns and 
Stitchdowns in connection with present line. 
Commission 10% and 7%. Our line is well 
ag = we have some desirable territory 
ope lications considered only from men 
mh a ished trade and record as roducers. 
Give full particulars in first letter. J. J. 
Master, Rochester, Y. 


GALESMEN: To sell side line ie leather 
first step 1/5 and stitchdowns 2/11; pop 








HILDREN’S line of shoes ,wanted for 

Greater New York, Ten years’ experience. 
Established Clientele. Address K 825, c/o Boot 

Shoe Recorder, 127 Duane St., New York, 
N. ¥. 





YOUNG merchant wishes line® of popular 
priced women’s shoes for Pacific Coast or 
Northwest. Address B 690, c/o Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





WANTED—Line of popular priced shoes or 
line of rubber footwear by man with eight 
years’ experience in the retail shoe wy 
Age 37. Have taken speaie poles trainin oT 4 
dress B 691. c/o Boot & S Recorde 307 
South St., Boston Mass. 








priced quality shoes in stock. Good territories 
open, 7% commission. Give full particulars. 
Maize hoe Co., 420 St. Paul St., Rochester, 
N. Y. 





E XCELLENT OPPORTUNITY FOR 
SALESMAN in Pennsylvania and Ohio with 

ogressive manufacturer of — lines of 
oa and bedroom slippers as well as important 
novelty shoes; establi trade mark; only ag- 
gressive men with experience in the trade need 
apply; drawirg account against commission and 
unlimited opportunities for developments; give 

all details in first letter, including age, experi- 
ence, yearly sales records, earnings and refer- 
ences; strictly confidential. Address B 685, 
c/o Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


POSITION WANTED 











ITUATION WANTED—Factory Superin- 

tendent, thoroughly capable in every way 
on men’s or boys’ fine or medium welts. Best 
of references. Go anywhere. Address B-676, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








Some Shoe Store 
or Department Store 
in the South!!! 


Needs a buyer and mer- 
chandiser with the experi- 
ence of selling both fine and 
popular grades of shoes in 

. Texas store. He is in his 
thirties; keen on_ selling 
right, alert in advertising, 
especially capable in oper- 
ating to the profit and pres- 
tige of the store. He is 
available in October. 


Address B-689 
care Boot and Shoe Recorder 
207 South Street, Boston, Mass. 

















HELP WANTED 








Assistant Buyer for 
WOMEN’S SHOES 
with department aiabe., fh roe me will 
find this an excellent FE cron 
Apply 


by letter only, in —eee, stating fully 
experience, ’ ‘erences, lary - 
pected, ~ he to Mr. ."G. Hart, 
General Manager. 


BOSTON STORE 
Chicago 














BUSINESS OPPORTUNITY 








An Exceptional 
Opportunity 


A -leading apparel house of 
nearly a hundred years’ stand- 
ing in New Orleans is erecting 
a modern store in the heart of 
the retail district. 

It is prepared to offer about 
2,500 square feet of floor space 
to be operated on a leased basis 
to a high grade ladies’ shoe de- 
partment or a high grade chil- 
dren’s shoe department or both. 


Address K-803 care of Boot and 


Shoe Recorder, 127 Duane 
Street, New York City. 

















FOR RENT 


SHOE STORE FOR SALE—One best 

lng my ~ cities in Ohio. 15,000 popu- 
lation, large drawing area. Present firm estab- 
lished 16 years, shoe store in room 50 years, 

it location, Main St., reasonable rent. ing 
big increasing business, large out of town 
trade, everything modern and up to date. Ex- 
clusive agency best advertised Quality shoes 
selling $5 to $12—clean stock, a —— propo- 
sition, no bargain hunters. wonderful 
opportunity on a good sized established busi- 
ness. Reason other interests. Address B-681, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT and 
SHOE RECORDER to avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE, = a Street. Cor- 
relati departments 
should be edivensed $0 ‘the , office. 
NEW YORK CITY, 239 West 39th St. 
BOSTON OFFICE: 207 South Street. 
BROCKTON OFFICE: 224 Moraine St., Gee. 
W. R. Hill, Manager, Telephone 507. 
CHICAGO OFFICE: 189 West Madison St. 
— Maine 1089. B. C. Bowen, Man- 


st. Tours, aoe: 1627 Locust St. H. M. 
= agg B. C. Bowen, Manager). Telephone 


6130. 

NEW YORK OFFICE: Room 101, Graham 
Bidg., 127 Duane St. H. Walter Scott, Man- 
ager. Telephone Whitehall 7454. 

PHILADELPHIA OFFICE: Room 616, Perry 
Bldg., 1580 Chestnut St. H. Walter Scott, 
Manager. Telephone Rittenhouse 7868. 

HAVERHILL OFFICE: Chamber of Com- 
me » Haverill National Bank 
Bldg. Geo. W. R. Hill, Manager. 

CINCINNATI OFFICE: Second National Bank 
Bldg. H. M. Bowen (B. C. Bowen, Man- 
ager). Telephone Canal 1560. 

ROCHESTER OFFICE: 626 Powers Bidg. 
Rositer L. Seward, Western New York Rep- 
‘ resentative. Telephone Stone 1133. 

LYNN OFFICE: Fred A. Gannon. 

we OFFICE: Leonard E. Meyer 
(B. Bowen, —e 4056 Broadway. 
Piepion” Broadway 7887 

WASHINGTON OFFICE: William L. Daley, 
Investment Bldg. 15th and K Sts., N. 

—— OFFICE: 2 Rue des Italiens, % Hub- 


ard, nager. 

LONDON OFFICE: P. V. Curtis, Manager, 
11 Haymarket, London, S. W., 1 England. 

AUSTRALIAN OFFICE: 439 Lit. Collins St., 
Melbourne, G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salzma 
Manager I. Adlergasse 12, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzina, Gerente. 

BRAZIL: Gerente, John 8S. Fitch, 38 Rue 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127, Otte 


Fuhrimann, Gerente. 
re ~ Mr. H. Gomez, Corrales 2A, Havana, 
JAPANESE OFFICE: Yokohama, J. F. Wager, 





SPAIN. G Gerente, Leoncio de ae Librere 
Editor, 20 Fuencarral, 
FOR RENT 








SUPERB SAMPLE OFFICE 


In the very heart of the greatest shoe market on earth—on Duane 
Street, New York City—there is an unusual opportunity to rent im- 


mediately a fine sample office. 


It has every accommodation to show either a long line of shoes or it 
can accommodate equally well two non-competing lines. 


For all information regarding terms of lease, etc., address B-680, c/o 
Boot and Shoe Recorder, 127 Duane Street, New York City. 


IN NEW YORK CITY 
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WANTED TO PURCHASE 











FOR RENT MISCELLANEOUS 

















TTENTION CHAIN STORE OPERA- 

TORS. Small, medium priced family shoe 
store, located in large Texas city. 100% loca- 
tion. Low rent. Four year lease. Established 
20 pert Stock in gran pedis. Owners 
will sell or merge with large live organization. or gmall stocks of shoes, leather, 
With or without services. Address 693, c/o larg: & 


Boot & Shoe Recorder, 207 South St., Boston, findings, or any other merchandise. 


Mass. CASPER and MacLEN 
170 Summer St., Boston, Mass. 


We’ll Buy For Cash | IDEAL ROLLING 


Complete shoe stores, factories, or 








are 
25% Ch 
Write for Oatdlog 


Success Furniture 
> St. Louis 
| a3 irkwood, Mo. 





























FOR LEASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 

Phone—Canal 6874 


SHOE department to lease in popular price de- 
partment store in New Brunswick, v OR 
Department is well located and equipped. Ad- 
dress B 692, c/o Boot & Shoe Recorder, 207 
South St., Boston, Mass. WILL lg \ FOR 

BUY ENTIRE STOCKS CASH 


Bargains in shoes always on hand for 
special sales and bargain basements 


SS ee CARTON 


roWOlsy bs 


> 


We desian and print most 
of those used by the ShoeTrade 











FOR SALE 











HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. Quantities 


An Offer That Is Unusual! no object. Retail or whol e. Short 
term leases taken off your hands. 


AL Wi: re) hone us. Correspondence 
FOR S E ifident Established 1890. 


confidential. 

A Shoe Store in Los~ Angeles, Cali- MAX GLAUBER 

fornia, netting conservatively $10,000 436 Grand Street, New York City 
annually, handling exclusive agency of We also purchase clothing, hats, fur- 
Nationally known shoe for Men and nishing goods, etc. Dry Dock 0352 
Women—no competition. All staples, 
no short ends or left overs. Long 
established, fine location, ound floor, 
exceptionally low rent. ase, Will 
invoice about $20,000. Owner has 





Complete set of samples on reque 
ht 
[me 
oe iL 


| OFFICES ano PLANT 














CASH PAID 


very d reason for- selling. Will 
stand strictest investigation. 

For Sale at invoice price plus a small 
bonus. This is a cash proposition. 
Address—Shoe Store, 411% West 8th 
Street, Los Angeles, California. 











for shoe stores or surplus stocks of 

shoes or for other merchandise. 

taken over. We will send a repre- 

sentative to investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 





WINDOW 
DISPLAY 








FIXTURES 
Made by 


Segall & Sons 


933 Arch St. 

















MANAGER WANTED 
MISCELLANEOUS 








RETAIL. men’s chain needs store manager for 

attractive proposition. Prefer man under 
40 with wide road experience, desiring to settle 
in New York City. Address K 826, c/o Boot 





& Shoe Recorder, 127 Duane St., New York. 








WANTED TO PURCHASE 








WANTED CABRETTAS 

English Boot Manufacturer cutting up 

* large quantities of Black and Tan Ca- 
brettas, wants to get in touch with 
Manufacturer or Mxporter of same, with 
view to business. When replying give 
full particulars as to Quality Substance 
and Price in first Instance. 


Sudborou: eg | Ltd. National Works, 
Park” Road, Wellingborough, England 








We buy quick and pay highest cash 
price for retail and wholesale stocks 
of shoes or any other merchandise. 
Quantity no object. 

For 30 years our specialty. 

Bank and mercantile references. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 


PP 


NEW and USED CHAIRS 


Prices from $2.00 each up 
Always on Hand 


Crown Motion Picture Supplies 


138 W. 46th Street 


New York City - - - - - - - N.Y. 


PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 























CASH PAID 


for entire shoe stocks or puretes stocks 
of shoes or other merchandise. 
quantity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 - 











Where To Buy 
Wanted Styles 


An Extra Editorial Service 
to ‘*Recorder”’ readers, free 
for the asking, with authen- 
tic information on current 
problems. 
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MISCELLANEOUS 








Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
Tug Oscar Onnen Co. 


11 W..FOURTH ST. 
CINCINNATI, O. 











ATTRACTIVE 
SHOE CARTONS 


PRICE-SERVICE-QUALITY 
THAT SATISFY 
Wwe 
a 


»>$-27's LEXINGTON AVE 
EL ROOKLYN AN.Y¥ 


baci oy am 





Shoe Concern Discontinues 


HAVERHILL—Kimball & Sherman 
Co., for several years prominent as 
Haverhill manufacturers of women’s 
high grade turns, has announced 
discontinuance of shoe manufactur- 
ing, also the concern’s resignation 
as a member of the Haverhill Shoe 
Manufacturers’ Association. Joseph 
C. Kimball, head of this house, has 
been prominent in Haverhill shoe 
manufacturing circles, including ac- 
tivities in connection with the board 
of trustees of the manufacturers’ 
association, for several years past. 
Roger Sherman of the concern is 
well known to the trade through his 
contact with large shoe buyers and 
extensive acquaintance in the trade. 
Kimball & Sherman Co. has not pro- 
duced goods since July. No state- 
ment is made regarding plans for 
the future. 


MISCELLANEOUS 








A SHOE STORE NECESSITY 
“VARNUM” 
(Trade Mark Reg. U. 8S. Pat. Off.) 


SIZE STICK 


The Most Popular Stick 
Used Today 


WHAT DO YOU USE? 


“VARNUM” 
Marked with Standard 
American, French, 

English 
Measures 
Three Styles 1-2-3 
RETAIL SHOE 
STORES USE 
No. 3 


$1.50 Each 










the store, also a long wearing 
and useful one as well. 


Specify “VARNUM” 


To Your Jobber or Write Direct 
Manufacturers 


F. W. Whitcher Co. “ci5."ir* 











“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


“Manchester” 
Trade Mark Reg. v. 
Pat. Of. 





nippers are made of 
hig de tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 


sole. 
Be sure and specify 
nuine 


“MANCHESTER” 


curved jaw when or 

dering. 

Write us direct if 

1 your dealer cannot 

\ supply you. 
Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. fer'W. tee Be 


M dab APA INV in 











MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 
are made in a great 


many styles to suit 
all kinds of stores 


ee 
a 


. 
Eg 


ig} 
i> = 
mt ' 


sat HTT 


will enable you to 
get along with less 
e save the 


wear and tear on 
yous shelving, and 
elp the appear- 
ance of your store. 
Shipped subject to 
approval and satis- 
faction guaranteed. 
Write for our latest 
catalog showing 18 
styles of ladders as 
well as other store 
fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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Young’s Boot Shop Moves 


ROCHESTER—Young’s Boot Shop, 
formerly located at 181 East Avenue, 
has removed to a beautiful new 
store in the Baptist Temple Building 
on Franklin Street, near the corner 
of North Street. Ernest Young, 
proprietor of Young’s Boot Shop, 
has had considerable shoe experi- 
ence and is confident that the new 
location will mean increased busi- 
ness. The new store is in the heart 
of the new shopping district, being 
directly opposite the new Sibley, 
Lindsay & Curr Company entrance 
which has been recentiy comrleted. 
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UNITED FRUIT COMPANY 


STEAMSHIP SERVICE 
NEW YORK—BOSTON—NEW ORLEANS 


TO AND FROM 
CUBA, JAMAICA, PANAMA, COLOMBIA, CENTRAL 
AMERICA, ALSO WEST COAST PORTS OF CENTRAL AND 
SOUTH AMERICA AND MEXICO. 


We have departments especially equipped for preparing bilis of 
lading and consular invoices, also for transferring cargo to piers 
and rendering full service at ports for shippers, Consign your 
shipments or write for full information to 


FREIGHT TRAFFIC DEPARTMENT 


17 Battery Place, New York City. 140 8S. Dearborn St., Chicago, 
321 St. Charles St., New Orleans. Long Wharf, Boston, Mass. 
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| BUYING GREELEY BOUDOIRS IS 


THE FIRST STEP TO LARGER 
BOUDOIR SALES. 


This statement you will 

endorse when you have 

shown my line to your 

trade. I created and 

maintain a standard of 
~ quality which puts my 
boudoirs in a class by 
themselves. Black or 
colors. Leather or Rub- 
ber heels. 


Deliveries At Once 







IN 
STOCK 


36 Pair Cases 


If your jobber cannot supply you, write me. 


A. W. GREELEY 


- Paes i. mn | 

¢: orem Oo OI0 

| APPROVED BY 
MEDICAL “MEN 


eS Smee cnppert Se Ge cnlien of 
Idren and as a fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 
use. 


ss Make your stock of 

LATIONS! -hildren’s shoes com- 

PATENTED plete by sending your 
order today. 


Phone Brockton 2188 
for immediate actien. 
BURKLEY 
SHOE CO. 


1156 Ne. Main Street 
Brockton, Mass. 





142 
150 


142 
150 


150 


156 
156 
151 


| 150 
70 
136 
150 
153 





142 





GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 

In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 

ispelled arid the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 
grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. -Our records are audited by the Audit 
Bureaw of Circulations. 











Did You Ever 
Think of This? 


You probably have 
used equipment, shop- 
worn equipment, out- 
of-date models or prod- 
ucts which you do not 
want but which some 
one else would be glad 
to get hold of at a price 
under the market. 


Classified Advertis- 
ing inthe BOOT AND 
SHOE RECORDER 
will move them quickly 
and economically. See 
Classified Section for 
Advertising rates. 




















When writing to advertisers please mention Boor anv Sxoe Recorper 
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Authentic, reliable Information on Profitable Retail 
Buying, Selling and Management. 


Methods, Ideas, Opinions, Counsel. 
DESTINATION AND PORTS OF CALL 


The “Boot and Shoe Recotder” touches every retail 
shoe trading center in America; its Cargo is consigned 
to the desks and homes of the worthwhile, sound retail 
shoe buyers. 















i Ee “BOOT and SHOE RECORDER” i 

i cate of the Better-Business Line Fs é 
i! real Me 

: it, SAILING FROM BOSTON EVERY SATURDAY Ps: Sie. j 
4 % Prime selections of Advance Styles in Men’s, Women’s, rue | 
‘ a Misses’ and Children’s Footwear, Shoe Store Fixtures, PBS 

i is Accessories, Supplies and Systems. . a 
Af ie Correct Leathers, Fabrics, Rubber Goods, Lasts, Pat- - 
\ i terns, Machinery. 
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PASSENGER LIST 


All interested in reaching the largest and best retail 
shoe buying market of the United States—tTHE Boot AND 
SHOE RECORDER MARKET. 


BOOKING DATA 


Full information at Headquarters, 207 South St., 
Boston, and at branch agencies in Chicago, Cincinnati, 
New York, Philadelphia, Rochester and St. Louis. 
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